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CAULKING 

GARAGE  DOORS  AND  OPERATORS 
BETTER  BOOKKEEPING  SYSTEM 
ACCORDION  FOLDING  DOORS 
HOW  TO  CUT  YOUR  INVENTORY 


In  This  Issue 


n  Plos«e 

with 


Robo»-<**‘^P_ 


Stylo" 


■  Twenty  •  Two  beautiful  tints  and  ® 
I  shades.  Decorative  combinations  || 

■  without  limit.  ROBOT-GRIP  with  a  " 

I  hundred  suction  cups  plus  center  | 
_  supports  to  prevent  dishing.  ^ 


Loolt  at  these  features  .  .  .  con¬ 
cealed  cabl'^et  ‘  gh»Irg  .  .  .  dis¬ 
tinctive  designs  .  .  .  mirror  clips 
to  eliminate  eye-sore  clamps  .  .  . 
plus  a  guarantee  against  silver 
spoi'age  .  .  .  youH  fnd  them  a'l 
In  S^ylon  Medicine  Cabinets. 


3-  Way  Profit  Opportunity 

FOR  KITCHEN  and  BATHROOM  BEAUTIFICATION 


X  on'ro  inonov  .iliond  when  vou  the  Stvloii  3-Wnv 
^  Homo  nf'.iiitifir.itioii  Plfiii.  It’s  the  proven  wav  of 
making  tliree  profits  from  one  sale.  ('ompl<'te  heaiitifiration 
means  Stvlon  Plastic  Tih*  in  kitchen  and  hatli.  St%lon 
M(*(licine  ('ahinets.  and  Stvlon  Cdiina  and  f'hrome  Acces¬ 
sories.  And  with  Stvlon  j)ie  packaged  Plastic  Tile  yon 
have  a  New  opjiortnnitv  for  over  the-c onnter  sah's  with 
men  handisitig  disjclavs  for  selling  the  “Do  It-Yonrself" 
home  tiling  idea.  I'se  the  handy  coupon  helow  —  Stvlon 
means  sales  and  profits  to  yon. 


Stylon  Corporation 

857  Commonwealth  Ave.,  Boston  15,  Mass. 


Gentlemen:  Pleose  rush  me  the  complete  story 
Stylon  3  way  profit  plan  with  Stylon  Plostic  Tile, 
Cobinets,  and  China  and  Chrome  Accessories. 


Nome 


857  Commonwealth  Ave. 
Boston  15,  Mass. 


Street 


mvMt. 

BUILDING  SPECIALTIES 


INSULATION 


Theusonds  of  new  typo«  of  insy- 
lotion  jobs  ore  open  to  yoy  with 
SproyCroft  Since  it  con  be  op- 
plied  ever  ANY  syrfoce,  IVLhY 
byildinp  is  o  prospect. 


SprayCraft 


Formerly  Spray  Kote 


Acoustical  and  Industrial  Insulation 

Offers  You  A 


ACOUSTICAL  CORRECTION 


BIG  BUSINESS 

OPPORTUNITY  NOW 


FIREPROOFING 


CONTROL 


If  you  are  a  live-wire  dealer  intereited  in  btiildinq 
your  volume  to  tremendoui  proportions,  SPRAYCItAFT 
oiiert  you  a  brand  new  product  with  limitless  possi 
bilities.  There  is  no  product  available  to  you  today 
that  oilers  a  greater  range  oi  prospects,  or  larger 
profit  opportunities.  If  you  want  to  expand,  Investi 
gate  ft  today. 


Study  These  Markets: 

SprayCraft  has  an  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  mokes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SprayCraft.  This  opens  o 
tremendous  industrial  market  for  applicators.  SprayCraft  can  also  be 
applied  directly  to  masonry  wolls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SproyCroft  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  a 
gun  directly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  ond  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
- WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 

56  58  CRITTENDEN  ST.  NEWARK  4,  N.  | 


YOU  ARE  AHEAD  IN 

WHEN  YOU’RE  IN  THE  " /icc  LINE 


Most  Complete  Selection  of  BOTH 
Metal  and  Wood  Storm  Windows, 
Doors  and  Screens . 


Top  Grade  California 


Two  top  designed  wooden  windows  to  offer  your 
customers.  Rugged  California  Redwood  plus  Ace 
Guaranteed  Workmanship  combine  to  give  you 
the  best  on  the  market  today.  - 


Model  "B"  —  Special  overlop 
construction  with  oil  joints  in¬ 
terwoven.  Durable  plastic 
screen  and  simple  ventilation 
control.  _ _  k 


Model  “A"  —  The  new  Ace 
exclusive  2-track  self-storing 
window  —  with  full  control 
ventilation. 


4-light  horizontal  1-1/8"  thick 
with  raised  panel  and  solid 
brass  insert  hardware. 


ALL  ALUMINUM  WINDOWS  6-  DOORS 


ACE  Climatite  All-Aluminum  satin  finish  storm 
windows  ore  custom  built  with  all  the  latest  fea¬ 
tures  built  into  every  unit.  You  will  be  well  pleased 
when  you,  too,  carry  the  ACE  line. 


You  ore  in  business  for  yourself  when 
you're  handling  both  wood  and  aluminum 
K.  D.  Units  from  "ACE."  Write  today 
for  complete  informotion  -  -  -  and  gel 
ahead  in  profits. 


04cc  INDUSTRIES  COMPANY 

Phone  8-321 1 


•  Youngstown,  Ohio 


2908  Glenwood  Avenue 
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NAME 


FIRM 


ADDRESS 


STATE 


ZONE 


YOU  KEEP 

Deal  direct  with  manufacturer!! 


STANDARD  SIZES 


FOR  QUICK  SALES.  FAST  INSTALLATION 
and  IMMEDIATE  DELIVERY 


Under  this  sensational  new  plan,  you 
sell  standard  sized  SHIELDALL  perma¬ 
nent  aluminum  awnings  .  .  .  keep  all 
the  profits  for  yourself! 


Each  generously  proportioned  SHIELD- 
ALL  door  and  window  canopy  is  indi¬ 
vidually  packaged,  complete  with  direc¬ 
tions  for  simple,  easy  assembly  and  custom 
installation.  shielda 


sCAO-OP 

cOQ  StUU 


FEATURES 

•  Leakproof  detlqn  •  Infro  red  baked  enamel 
finish  •  Chimney  vent  eentilation  •  One- 
piece  end  panel  and  side  ealonce  •  LUetime 
aluminum  construction  •  Standard  awnings 
may  be  had  in  Royal  Blue  and  While.  Tile  Red 
and  While,  and  Grass  Green  and  While. 


SHIELDALL  AWNING 

There  1  a  complete  line  ol 
SHIELDALL  ownings  to  fill 
erery  reguirement.  Made  to 
order  SHIELDALL  lor  non 
standard  installations  are 
OTOilable  to  you  at  compe 
titiee  list  prices,  less  S3°o. 
F.O.B..  Girard.  Ohio.  Use 
coupon  fbelowi  lor  selling 
samples  and  sales  kit.  Cus 
tom  awnings  may  be  had  in 
many  colors,  or  color  combi 
nations. 


I  '  ^  ^  SpvCiOl  iphcmg  panvlk  a 

L  *1/-'  *  ^  avQiloblc  to  incrcose  »*d 

onv  viondofd  owning 

— ■  aluminum  SHORTAGE! 

FORGET  IT! — Despite  recent  restrictions  on  use  of  alumi¬ 
num  we  are  in  a  pos-t-on  to  give  imme^t-ate  delivery  on 
at’  orders  and  to  the  best  of  our  kni  wledge  the  condition 
will  continue  in  tha  future. 


THE  RETURNED  COUPON  WILL  PUT 

YOU  IN  this  profitable  business 

Tear  oil  and  return  the  attached  order  coupon  nowl 
Your  order  gets  immediate  attention  and  includes  all 
necessary  selling  iniormalion  and  promotional  material 
And.  U  you're  not  completely  satisfied— SHIEXDAU. 
shipments  carry  an  unconditional  full  money  back 
guarantee  that  may  be  claimed  within  10  days  by 
returning  all  material  in  good  condition. 


SHIELDALL  PERMANENT 
YOUNGSTOWN  INDUSTRIES.  INC 


ALUMINUM  AWNINGS 
710  S  state  ST.,  GIRARD.  OHIO 


Pleste  ship  the  following  order  of  SHIELDALL  Aluminum  Awnings: 

No  I  SI9  7S  eg.  No  2  @  S24  7S  eo  No.  S  tg  S12  SO  eo 

Mode-to-order  SHIELDALL  Soles  Sompks  g  S1S  00  eo  <  0  8  Foclory 


□  Check  here  il  you  prefer  lo  enclose  pcryment  with  this  coupon.  II  so, 
WE  pay  the  shipping  charges.  The  same  refund  privilege  applies, 
ol  course. 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  S.  STATE  ST.  •  GIRARD,  OHIO 

Phorp 


CITY 


i 
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SOMETHING  NEW! 

Aladdin  STEEL 

Combination  Windows 

IN  COLORS 

Here  is  THE  new  idea  in  the  Storm  Window  Industry.  .  .  .  Now  you  con 
sell  your  customer  combination  windows  to  match  her  siding,  her  roof,  or  just 
her  whims. 

Aladdin  Steel  Combination  Windows  put  you  20  jumps  ahead  of  your 
competition.  As  a  matter  of  fact,  there  is  no  competition;  you  don't  have  to  cut 
prices  or  offer  specials.  With  Aladdin  you  have  a  top  quality,  finely  engineered, 
easily  installed  window  with  an  EXTRA  sales  feature  that  no  other  dealer  can 
touch  .  .  .  and  no  homeowner  can  resist. 

No  Competition  —  A  Brand  New  Sales  Feature 


KD  —  or  assembled. 

Fast,  simple  installation;  special  features  lhaf  will  save 
you  time  and  money. 

A  surprisingly  attractive  price. 

Precision  made  by  experienced  manufacturers,  with  the 
finest  engineering.  No  costly  service  calls,  no  misfits. 


Beat  the  field  — Write  TODAY  for  Information 


ALADDIN  MFG.  CO. 

1510  W.  State  Street 
Girard,  Ohio 


¥ 

❖ 
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KIC.  TIADE-MAtK 


A  WATERPROOF 
PRESSURE  SEALED 

.  RE-SURFACER  J 


Name. 


Addresi 


ANY  TYPE  WOOD  OR  MASONRY 
RESIDENCE  CAN  NOW  BE 
RE-SURFACED  WITH  AN  ASBESTOS 
SIDE-WAll  THAT  IS  SPRAYED  ON 


NEW  LOOK 


«E*NU*IT  is  o  wolrrpfoof  pressure  sealed  side-wall  resurfacer  that  (ontaiiss 
the  two  indestructible  minerals,  asbestos  and  mica,  and  is  fused  to  the  surface 
by  powerful  pressure,  not  merely  nailed  on  like  ordinary  siding. 

The  RE*NU*IT  process  consists  of  the  material  being  air-blasted  to  the 
structure  oppro.imately  1/16  thick  thus  becoming  an  actual  part  of  same 
The  features  of  this  type  of  application  is  thot  is  assures  complete  insulation  and 
greater  durability,  with  the  additional  advantage  that  by  becoming  part  of  the 
surfoce  the  product  does  not  hide  or  alter  any  of  the  original  architectural  lines 
and  contours 

BE»NU»IT  IS  available  in  9  attractive  colors  ond  its  oppeoronce  is  a  very  I 
definite  osset  os  it  looks  like  stucco  ond  yet  is  not  qu.te  cs  coarse. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  f 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


RE-NU-IT  CORP. 

424  WEST  42nd  STREET —Dfpt  BS 
NEW  rORK  18.  N  Y. 

Please  send  complete  Applicotor  information  to 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8/ N.  Y. 
LOngacre  3-6631 


September,  1951 

On  tlie  House .  .  . 


Recently  this  department  has 
been  hearing  many  complaints 
about  unethical  dealer  advertising 
in  some  parts  of  the  country,  in 
view  of  the  growing  tendency  on 
the  part  of  some  communities  to 
restrict  door-to-door  selling  by 
various  Green  River  laws  it  is  un¬ 
fortunate  that  a  tiny  minority  of 
dealers  should  choose  to  jeopar¬ 
dize  the  future  of  the  industry  by 
unethical  advertising  practices. 

In  several  cases  known  to  this  | 
writer  dealers  advertised  aluminum  ' 
combination  doors  at  an  exception¬ 
ally  low  price.  Attracted  by  the 
low  price  one  home  owner  \isited 
a  dealer  and  asked  to  see  the  “$55 
door.”  It  then  turned  out  that  in 
order  to  get  such  a  door  the  cus¬ 
tomer  had  to  purcha.se  a  decorative 
grille  to  go  with  it  and  then  there 
were  “installation  charges”  all  of 
which  brought  the  door  up  to  $85.  j 
Of  cour.se  the  door  was  intended  to 
be  .sold  for  $85  anyway  and  the 
blazing  figure  of  $55  in  the  adver- 
ti.sement  was  .simply  a  come-on  to  , 
lure  customers.  i 

♦  *  ♦ 

Angered  by  this  deception,  the 
home  owner  walked  out  without 
buying  anything  and  promptly 
called  another  dealer  whose  ads 
featured  a  similar  door  without 
any  mention  of  price.  J^uch  adver¬ 
tising  is  not  only  unethical  but 
.stupid  for  it  generates  resentment 
on  the  part  of  customers  and  re-  i 
suits  in  loss  of  sales.  Even  worse 
is  the  damage  that  such  practices  ^ 
do  to  the  reputation  of  the  entire 
indu.stry. 

Another  phony  practice  that  has 
come  to  light  is  the  trick  of  selling 
a  customer  a  set  of  very  low  price 
windows  in  order  +o  persuade  him  i 
to  buy  more  expen.^ive  ones.  The  1 
.salesman  completes  the  .sale  of  th,.* 
low  priced  window.s  and  receives  j 
the  down  payment.  Once  he  has 
the  payment  .safely  in  his  pocket, 
he  proceeds  to  point  out  the  faults 
{Continued  ov  Pit  fie  29) 
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^Nation  self-storing 


•  SHIPPED  ^ 

KNOCKEDDOWN- 

Easily  assembled  in  your  own  shop. 

•  A  FEW  CHOICE  TERRITORIES 
STILL  AVAILABLE- 

Write  —  Wire  —  Phone  for  Information, 


II 


BUILDING 

SPECIALTIES 

September  1951 


NPA  Move  Assures  Aluminum 
For  Consumer  Durables 


Primary  producers  ordered  to  reserve  enough  metal 
to  meet  CMP  allotments  of  building  specialty  mfrs. 


IX  AN  effort  to  assure  the  manu¬ 
facturers  of  consumers  durables 
a  more  adequate  opportunity  to 
jret  authorized  controlled  materials 
orders  on  mill  schedules  in  time 
for  fourth  quarter  delivery,  the 
NPA  recently  issued  a  series  of 
regulations.  The  chanKes  will  per¬ 
mit  producers  of  steel,  and  alum¬ 
inum  to  reject  controlled  material 
orders  under  certain  conditions  so 
that  e.stablished  producer-custom¬ 
er  relationships  can  be  restored 
and  maintained.  This  means  that 
aluminum  producers,  for  instance, 
do  not  have  to  follow  the  “first 
come  first  .served”  rule  that  has 
prevailed  hitherto.  In.stead  they 
will  l)e  permitted  to  fill  the  orders 
of  their  e.stablished  cu.stomers  first 
before  they  fill  tho.se  from  other 
consumers. 

Manufacturers  of  aluminum 
building  .specialty  products  who 


have  long  been  in  busine.ss  will  un¬ 
doubtedly  have  preference  in  hav¬ 
ing  their  orders  for  the  fourth 
quarter  filled  by  their  aluminum 
suppliers.  Tho.se  who  have  entered 
the  busine.ss  recently  will  undoubt¬ 
edly  have  to  wait  longer  to  get 
their  metal.  Sjjecialty  dealers  now 
being  .sui)plied  by  manufacturer." 
who  get  preference  from  the  alum¬ 
inum  producers  will  therefore  be 
in  line  to  receive  new  stock  sooner 
than  those  who  deal  with  more 
recent  arrivals  in  the  business. 

Important  Phase 

Actually  the  important  phase  of 
the  new  regulations  is  that  which 
directs  the  primary  producers  to 
reserve  enough  metal  to  meet  the 
demands  of  the  manufacturers  of 
consumer  durables.  Fourth  quarter 
allocations  will  thus  become  .some¬ 


thing  more  than  a  mere  hunting 
license.  However,  the  new  regula¬ 
tions  do  not  change  the  amount  of 
metal  to  be  received  by  each  manu¬ 
facturer  according  to  his  CMP 
allotments.  As  far  as  the  aluminum 
combination  window  business  is 
concerned  the  amount  of  metal 
available  is  about  46'.  of  the 
quantity  consumed  by  manufactur¬ 
ers  during  the  ba.se  period  in  1950. 
This  is,  however,  a  rough  estimate 
since  nobody  knows  just  how  the 
Building  Materials  Division  of  the 
NPA  will  divide  the  50  million 
l)ound.s  of  metal  that  have  been 
allocated  to  it  for  u.se  by  the 
various  aluminum  fabricators. 

There  are  many  indu.stries  which 
lay  claim  to  some  of  this  metal  and 
the  Building  Materials  Divi.sion  is 
responsible  for  dividing  it  as  fair- 
Iv  as  po.ssible.  While  50  million 
(Coutiuued  on  Paqf  29) 
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Accordion  ^ype 
folding  doors  are 
used  here  to  as¬ 
sure  privacy  for 
an  adult  in  a 
double  bedroom. 
Note  the  folding 
door  in  the  room 
entrance. 

— Photo  coMttcsy 
Castle  Products 


By  R.  H.  McCONVILLE 
Merchandise  Mgr. 
New  Castle  Products 


THK  airor(li()ii-tyi)e  foldiiijf  door 
i.-i  the  first  new  concept  in 
functional  interior  closures  since 
doors  were  first  hunjr  on  hinjres. 

There  is  not  a  home  in  the  coun¬ 
try  today  that  is  not  j)laKued  with 
at  least  one  i)robleni  of  door  inter¬ 
ference,  awkward  door  swinjr.  or 
wasted,  unusable  sjjace  resultin>r 
from  the  swinjr  of  conventional 
type  doors.  Because  it  folds  on  itself 
like  an  accordion  it  solves  the.se 
problems  of  space. 

These  problems  are  not  confined 
to  the  home.  They  exist  just  about 
everywhere  that  people  live  and 


work  and  eat  and  jilay  within  four 
walls.  Schools  with  their  total  en¬ 
rollment  increasinfi:  every  day, 
chui'ches,  funeral  homes,  restau¬ 
rants,  hotels,  clubs,  and  every  type 
of  commercial  and  institutional 
establishment  are  tryinjr  to  figure 
out  how  to  break  u])  a  bijr  room  in 
to  smaller  rooms.  With  space  tlex- 
il  ility  of  paramount  importance  in 
the.se  days  of  hip:h  cost  construc¬ 
tion,  the  accordion  folding'  door  is 
often  the  best  answer  and  some¬ 
times  the  only  answer.  For  not  only 
does  it  function  as  a  si)ace-savin5r 
closure,  but  it  also  serves  as  a  mov¬ 
able  wall  to  divide  one  room  into 
two  or  more,  to  shut  off  one  room 
from  another,  to  create  privacy  in 
rooms  of  varyinn  sizes. 

.Modernfold  is  a  .steel  framed 
door  with  pantojrraph  acting  hinjre 


plates  top  and  bottom,  connected 
by  vertical  steel  wires.  The  panto¬ 
graph  action  provides  ritridity  to 
the  frame,  supplies  resistance 
against  side  sway,  and  insures  that 
each  fold  will  open  uniformly  and 
gracefully.  No  floor  track  is  u.sed 
to  collect  dust  and  grit  and  to  mar 
the  line  of  the  interior. 

The  covering  is  a  vinyl  plastic 
that  is  washable  with  soap  and 
water.  It  resists  cracking,  chij)- 
ping,  peeling,  mildew  and  fading. 
It  is  flame-resistant  (it  won’t  sui)- 
port  combustion).  Available  in  22 
lovely  decorators  colors,  there  are 
fabrics  to  harmonize  with  every 
type  of  decoration. 

One  of  the  accordion  door’s  three 
important  functions  is  to  .save 
si)ace.  It  eliminates  the  need  to 
allow  for  door  swing  area  in  close 
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Type  Folding  Doors  For  More  Profits 

Easy  to  install,  moderate  in  cost,  and  extremely  attractive  to  property  owners,  these 
doors  offer  the  dealer  a  vast  market  that  covers  hoth  old  and  new  constrnction 


quarters.  That  provides  more  free¬ 
dom  for  attractive  furniture  ar¬ 
rangement  and  allows  for  better 
decorative  balance.  In  the  home,  it 
is  used  as  closures  in  bedrooms, 
bathrooms,  kitchens,  clo.sets  where 
paid  for  space,  wasted  by  conven¬ 
tional  door  swing,  can  be  put  to 
u.se  for  roomier  living. 

Space-saving  is  only  one  of  its 
functions.  Room  division  is  equally 
important.  Almost  any  room  in  the 
hou.se  can  do  double  duty  with  this 
folding  door.  A  combined  living 
room  dining  room  can  be  used  as 
one — or  immediately  divided  for 
separate  activities.  The  .same  goes 
for  a  combined  dining  room  and 
kitchen  or  a  large  bedroom  from 
which  two  smaller  rooms  can  be 
created.  It  is  the  only  interior  clo.s- 
ure  that  permits  such  flexible  living 
in  restricted  space. 

And  in  addition  to  its  functions 
in  space-.saving  and  room  division, 
it  is  the  logical  answer  to  almost 
every  kind  of  problem  closure — 


pullman  kitchens,  for  instance, 
utility  rooms,  storerooms,  etc. 

In  .schools  it  creates  any  number 
of  different  multi-duty  rooms.  It 
divides  up  a  big  room  for  .separate 
clas.ses  or  activities  but  the  whole 
space  is  quickly  made  available  for 
large  group  activities.  It  is  u.sed  in 
.schools  to  make  libraries,  lunch¬ 
rooms,  and  study  halls  to  double 
duty — and  for  stage  curtains  or 
division  in  the  auditorium. 

Most  of  the.se  .same  functions  also 
apply  to  churches  where  the  ac¬ 
cordion  door  is  in  keeping  with  the 
reverent  atmosphere.  It  provides 
better  audience  control  in  the 
chapel  and  allows  the  areas  to  the 
sides  or  rear  to  be  effectively  .sep¬ 
arated  into  small  classrooms  as  the 
occasion  demands. 

In  funeral  parlors,  chapels,  re¬ 
ception  rooms,  family  rooms  and 
slumber  rooms  can  be  expanded  or 
contracted  to  fit  groups  of  con- 
.stantly  varying  sizes.  F^or  in  the 
funeral  home  it  is  important  to  pro¬ 


vide  just  the  right  amount  of  pri¬ 
vacy  and  intimacy  for  the  group 
involved. 

The  ability  of  this  type  of  fold¬ 
ing  door  to  fit  the  space  to  the 
group  is  equally  important  in  res¬ 
taurants,  clubs,  and  hotels  where 
it  provides  comfort,  convenience, 
efficiency  and  traffic  control.  Dining 
rooms,  coffee  shops  and  cocktail 
lounges  are  .separated  from  the 
lobby  and  from  each  other  by  such 
doors.  It  is  u.sed  inside  of  all  of 
them,  too. 

VV'^hen  the  whole  room  is  required, 
it  is  folded  to  the  wall.  The  re.st  of 
the  time  it  helps  the  management 
meet  the  various  requirements  of 
rush  hour  crowds,  luncheon  meet¬ 
ings,  cocktail  parties,  banquets 
small  and  large. 

In  offices,  too,  it  provides  flex¬ 
ibility  unobtainable  in  any  other 
way.  Large  offices  can  do  double 
duty  as  private  work  space  or  gen¬ 
eral  conference  rooms.  Sales  and 
(Confiinu’d  on  Pof/e  28) 


Left:  Child's  crib  in  wall  recess  is  concealed  during  day  by  accordion  door.  Center;  Basic  structure  of  Modernfold  door  show¬ 
ing  pantograph  acting  hinges  and  heavy  wires  which  form  folds.  Right:  Church  uses  doo.s  to  form  separate  rooms. 

courtesy  Xcxv  Ltistle  I'roducts 
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BUILDING  SPECIALTIES 


Yoo  can  save  TINE  and  MONEY  by 

Modernizing  Your  Bookkeeping  System 


By  B.  ANDERSON 
Secretary-Treosjirer 
Western  Waterproofing  Co. 


Any  contractor  in  the  building 
trade.s  field  who  has  developed 
payroll  bookkeeping  headaches  as 
a  result  of  complex  payroll  and 
job  co.st  problems,  usually  handled 
by  one  bookkeeper  or  by  a  neces¬ 
sarily  small  Ixtokkeeping  staff,  can 
profit  from  our  experience  in  mod¬ 
ernizing  our  payroll  and  job  cost 
system. 

Although  we  have  also  given 
close  attention  to  the  newest  de¬ 
velopments  in  our  business  and  two 
years  ago  modernized  our  business 
by  buying,  remodeling  and  redec¬ 
orating  our  own  building  in  a  new 
convenient  location,  we  found  that 
the  mo.st  important  part  of  our 
business,  profitwise — our  bookkeep¬ 
ing  .system — seemed  to  be  in  the 
Model  T  stage.  Repeatedly  we 
found  that  it  led  to  inaccuracies, 
was  responsible  for  out-of-line  ac¬ 
counting  costs  and  was  time-con¬ 
suming. 

Old  .Sy.stem 

With  75  employees  usually  at 
work  on  .some  25  different  jobs  at 
a  time  (and  sometimes  as  high  as 
50)  we  had  it  brought  home  to  us 
repeatedly  that  despite  our  mod¬ 
ernization  program,  vvhich  was 
bringing  us  increased  business  and 
profit  opi)ortunities,  we  were 
handicapped  in  the  part  of  the 
business  responsible  for  controlling 
tho.se  profit  dollars  and  showing  us 
exactly  where  we  stood  at  the  end 
of  the  week  or  month  or  year. 


As  is  common  in  our  business, 
one  specialized  workman  would 
often  travel  around  a  dozen  jobs 
in  the  course  of  a  couple  of  days, 
working  an  hour  or  two  on  each 
job.  Other  jobs  would  have  rather 
sizable  gangs  employed  on  them 
for  several  days  at  a  time. 

The  problem  of  rounding  up  all 
the  time  figures,  labor  co.sts,  mate¬ 
rial  co.sts,  and  handling  our  pay¬ 
roll  and  billing  with  efficiency  and 
accuracy  was  a  con.stant  and  knotty 
one. 

Briefly,  here’s  the  way  our  old 
.sy.stem  worked:  Daily  time  sheets 
from  the  foreman  on  each  job  were 
accumulated  during  the  week  and 
prior  to  payroll  day  were  posted 
on  a  single  big  sheet,  nearly  three 
feet  wide,  which  combined  payroll 
summary  and  job  co.st  distribution. 

Tnwieldy  Sheet 

This  meant  that  if  one  man  had 
worked  on  ten  different  jobs  in  the 
course  of  the  week,  the  bookkeeper 
had  to  carry  entries  all  the  way 
across  this  unwieldly  sheet,  greatly 
increasing  chances  of  errors. 

After  the  big  sheet  had  been 
brought  into  balance,  which  often 
was  no  .simj)le  matter,  we  made  out 


a  regular  bank  payroll  check,  two 
stubs,  then  posted  the  individual 
earnings  record  on  a  different 
sheet.  F'inally  we  picked  up  the 
co.sts  from  the  big  sheet  and  po.sted 
them  to  a  .separate  job  cost  sheet 
which  was  maintained  for  labor 
and  materials.  This  made  six  .sep¬ 
arate  po.stings  of  the  same  figures, 
which  mean  the  chances  for  errors 
were  multiplied,  besides  being 
time-consuming  and  expensive  to 
operate  over  the  year. 

Easier  Way 

Convinced  there  must  be  an 
easier  way — a  method  by  which  we 
could  modernize  our  bookkeeping 
as  we  had  modernized  other  pha.ses 
of  our  busines.s — we  called  in  an 
accounting  payroll  expert  of  The 
Todd  Company  of  Rochester.  New 
York — Edward  J.  Harmon  of  that 
company’s  Detroit  staff.  He  made 
a  thorough  study  of  our  existing 
.sy.stem,  quickly  spotted  the  bugs 
in  it  and  added  some  valuable  in¬ 
formation  from  his  knowledge  of  a 
new  type  of  voucher  check  which 
had  just  been  developed  by  his 
company. 

After  considerable  study,  plus 
many  hours  of  work  with  us  in 
((’onfinuf on  Ptifir  85) 


A  Detroit  dealer  describes  in 
detoil  how  he  chonged  over 
to  an  efficient  method  that 
keeps  pace  with  his  business 
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EXCLUSIVE 

Thermo  WOOD  featukes 


1  PRECISION  PANELS 


?  AQUA-PRUE  SHIPIAP 


3  PATENT  "SEALED  SATURATION' 


4  Rx  MASTICOAT  EORMULA 


6  VERTIGRAIN®'  WOOD  TEXTURE 


7  HARMONIZED  COLOR  BLENDING 


WRITE,  WIRE  OR  PHONE 
FOR  DETAIIS 


Name 


Sfreef 


INSULATING  VERTIGRAIN®  SHINGLE  DESIGN  SIDING 


Globe  ThermoWOOD  is  as  easy  to  install  as  it  is  to  sell— and 
that  means  plenty  easy!  The  beautiful  wood  color  of  every 
ThermoWOOD  panel  matches  perfectly— the  seal-edge  overlap 
makes  top  fitting  and  weather-proofing  automatic.  Yes,  Thermo¬ 
WOOD  goes  on  like  a  glove  —  stays  on  like  a  charm!  Sell 
ThermoWOOD— the  "applicator's  siding"  —  in  five  handsome 
colors:  Colonial  White,  French  Grey,  Weathered  Brown,  Briar 
Green,  Amber  Blend. 


GLOBE  SIDING  PRODUCTS  COMPANY  “ 

2207  SCHRAGE  AVENUE  •  WHITING,  IND. 

YES,  please  send  complete  ThermoWOOD  de¬ 
tails,  and  hove  your  representative  coll  on  me. 


Sales  Training  Program 

Boosts  N.  Y.  Dealer's  Business 


Building  of  the  0.  C.  Norton  Co.  has  largest  electric  sign  in  Quaens  County,  N.  Y.  Five  entrances  to  the  building  have  aluminum 
combination  doors  with  different  kinds  of  decorative  grilles. 


A  CAREFULLY  thoutjhl  out 
.sale.s  trainiiiK  plan  i.s  the  key 
to  ().  tJ.  Norton’s  success  as  a  com¬ 
bination  window  dealer.  Hack  of 
this  plan  is  a  .sales  philo.sophy  that 
is  the  result  of  28  years  of  experi¬ 
ence  in  the  specialty  field,  the  la.st 
ei^ht  of  which  have  In^en  devoted 
to  the  window  business.  A  keen  .stu¬ 
dent  of  human  nature,  Norton  be¬ 
lieves  in  building  up  the  CHARAC¬ 
TER  of  the  future  .salesman  by 
teuchinjr  him  the  rijtht  attitudes 
towards  .sellinjr.  There  are  five  basic 
steps  in  accomplishing  this. 

1.  Banish  Fear —  Practically  all 
people  have  .some  fear  which  they 
conceal  from  the  rest  of  the  world. 
Before  anything  else  can  be  done 
with  a  i)otential  salesman  this  fear 
which  acts  as  a  neftative,  ham|)er- 
injr  ajtcnt  must  be  banished.  He 
may  be  afraid  of  failure,  of  himself, 
of  other  |)eople.  of  wtmien,  of  a>j- 
}i:re.ssive  men,  etc.  Whatever  it  is 
(and  it  may  be  a  combination  of 
many  things),  it  should  be  rooted 
out. 

2.  Establish  Self  ('ontidence — No 
salesman  can  ever  succeed  without 
.self  confidence  and  once  fear  has 


been  banished  the  candidate  for  a 
sales  job  needs  to  be  made  self  re¬ 
liant.  The  candidate  must  be  taught 
to  be  sold  on  himself  before  he  can 
hope  to  .sell  others  and  the  traininjr 
.su])ervi.sor  must  inspire  the  future 
.salesman  with  a  belief  in  himself. 
Once  this  has  been  done  we  have 
put  a  drivinjr  force  into  an  alert  in¬ 
dividual. 

2.  Destroy  The  Lazine.ss  .Myth — 
People  often  secretly  condemn 
themselves  for  beinjr  lazy  when 
they  are  really  uncertain  of  them¬ 
selves  oi'  lack  self  contidence.  Ac- 


O.  C.  Norton 


tually,  very  few  people  are  really 
lazy  and  it  is  important  that  the 
supervi.sor  point  this  out  to  the 
prospective  .sale.sman.  At  the  same 
time  he  should  1h“  taught  to  arou.se 
ambition  in  him.self.  One  way  to  do 
this  is  to  make  him  think  of  his 
family.  Few  men  work  for  them¬ 
selves  alone.  Mostly  they  want 
money  to  buy  things  for  their 
wives,  children,  parents,  fiancees, 
etc.  Love  makes  the  world  go  round 
and  it  is  a  powerful  force  in  arou.s- 
ing  ambition  in  the  normal  young 
man.  Make  him  .see  that  succe.ss  on 
the  job  means  hapinness  for  the 
people  that  are  dear  to  him. 

1.  (Tiltivate  Willpower — .All  our 
lives  we  are  taught  that  it  is  the 
proper  thing  to  mind  our  own  busi¬ 
ness  and  not  to  interfere  in  the  af¬ 
fairs  of  others.  A'et,  the  successful 
specialty  .salesman  must,  to  a  cer¬ 
tain  extent,  interfere  in  the  life  of 
the  home  owner.  This  requires  will¬ 
power  and  determination.  It  really 
takes  guts  to  walk  up  to  the  door  of 
somebody  you  have  never  met  and 
try  to  persuade  him  that  you  have 
something  that  will  benefit  him. 
The  sale.sman  must  be  taught  to  re- 
{CdtifiniHif  Oil  Paqe  36) 


ouinci^ 

TRIOL  -  OUDt 

AU'IMmUM  COMKKATIO* 

WINDOWS 
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Diagrams  above  show  the  many  places 
where  caulking  can  be  applied.  In  illus¬ 
tration  1  note  application  around 
windows  and  doors.  No.  2  shows  point 
where  stairs  meet  retaining  wall.  No.  3 
illustrates  use  of  caulking  to  close 
cracks  in  masonry  caused  by  settling 
of  house.  No.  4  shows  treatment  for 
chimney  at  point  where  it  touches  the 
house.  Arrows  also  point  to  flashing. 


MakeCAUlKINGASepaiate 
Business  And  Make  Money 

It  can  be  an  attractive  service  to  the  home  owner  that 
offers  a  simple,  inexpensive  way  to  solve 
many  repair  and  maintenance  problems 


From  Data  Furnished  By 
The  Armstrong  Co. 


Caulking-  is  a  necessity  on  most 
building  specialty  installations 
and  piactically  all  dealers  keep  one 
or  more  guns  and  some  compound 
on  hand  for  their  application  crews. 
Caulking,  however,  can  be  more 
than  just  an  installation  necessity, 
it  can  actually  be  a  separate  busi¬ 
ness  and  a  very  profitable  one  at 
that. 

An  alert  dealer  can  often  solve 
many  maintenance  and  repair  prob¬ 
lems  for  the  home  owner  by  doing  a 
good  caulking  job  all  over  the 
house.  It  is  an  inejrpensu'e  way  to 
eliminate  drafts,  dirt,  insects,  rot. 
leaks,  and  cracks  both  inside  and 
outside  the  home. 

Wry  often  as  a  brick  house 
settles  cracks  appear-  between  the 
bi-icks  or  some  of  the  mor-tar  falls 
out.  Of  coui’se,  this  can  be  i-epaired 
with  fresh  mor-tar.  Hut  this  usually 
i-esults  in  a  slojipy  looking  job  and 
the  new  mortar-  rarely  eveir  ap- 
pr-oximates  the  color  of  the  old. 
Hut  with  a  good  caulking  gun  the 
job  can  be  done  quickly  and  rreatl\ 
without  messing  up  the  face  of  the 
bt-icks.  There  is  also  such  a  wide 
variety  of  color’s  now  in  caulking 
compounds  that  it  is  usually  |k>s- 
sible  to  find  a  neutral  gray  that 
blends  inconspicuously  w  ith  the  old 
mortar 


Practically  all  houses  develop 
cracks  around  the  w-indows  and 
doors  due  to  settling  or  to  shrink¬ 
ing  or  w  ar  ping  of  w-ood.  Application 
of  a  good  caulking  compound  will 
{Continued  on  Pope  41) 


Warping  of  wooden  beams  that  rest  or 
foundation  often  opens  spaces  that  re¬ 
quire  caulking  (No.  5).  Also  at  point 
where  driveway  touches  foundation.  In 
No.  6  note  points  around  basement 
window  and  at  clapboard  butt  joints. 
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Swollen  Inventories  of  High  Priced 
Aluminum  Windows  CAN  Be  Reduced! 

Mannfactnrer  suggests  way  to  move  your  present  stock  and 
give  the  customer  the  lower  priced  merchandise  he  wants 


By 

JAMES 

McIntyre 

Vice  Pres. 
Jasco  Aluminum 
Products  Co. 


\  S  the  window  industry  prepares 
for  the  fall  .season  it  is  faced 
with  the  twin  i)rol)lenis  <»f  swollen 
inventories  and  hijrh  jn-ices  to  con¬ 
sumers.  These  i)rohIems  affect  not 
only  manufacturers  hut  distribu¬ 
tors  and  dealers  as  well. 


By  DON  PACE 


Building  specialties  dealers  in 
many  towns  have  discovered  a 
new.  inext)ensive  medium  to  .secure 
qualified  leads,  and  in  .some  cases 
more  jirofitahle  than  newspaper  ad- 
vertisinjf.  This  is  a  case  where  the 
mountain  comes  to  Allah,  examines 
the  merchandise,  and  asks  that  a 
repre.sentative  call  at  his  hou.se  for 
an  e.stimate.  To  the  writer,  this  is 
the  mo.st  amazinjf  thinp  that  ever 
happened  in  our  field,  though  at 
fir.st  1  was  aRain.st  the  idea. 

“Auction”  markets  are  taking 
hold  the.se  days  in  many  cities, 
where  dealers  of  all  kinds  display 
their  lines  to  enormous  crowds  of 
“bargain  hunters,”  and  this  is  evi- 


The  origins  of  the  pre.sent  situa¬ 
tion  are  to  be  found  in  the  indus¬ 
try’s  activities  about  nine  months 
ago.  During  the  slow  .season,  la.st 
.January  and  February  great  efforts 
were  made  by  distributors  and  KD 
operators  to  build  up  stocks  in  an¬ 
ticipation  of  a  metal  freeze  by  the 
government.  At  the  same  time  man¬ 
ufacturers  kejit  their  jilants  going 
to  convert  their  metal  into  wind¬ 
ows.  Unfortunately,  the  Spring  and 
Summer  season  proved  to  be  disap¬ 
pointing  and  sales  did  not  come  up 
to  the  expectations  of  the  industry. 
The  result  was  a  jiiling  up  of  stocks 
in  the  hands  of  manufacturers  and 


ilenced  iiy  the  rapid  growth  of  such 
enterjirises.  But  don’t  be  misled 
that  bargains  are  availalile.  They 
just  don’t  exist.  What  actually  takes 
place  is  a  ‘carnival’  atmosiihere, 
where  the  crowds  show  a  curious 
delight  in  what  goes  on,  and  which 
results  in  record  sales  for  all  con¬ 
cerned.  The.se  exhibits  are  held 
usually  on  a  Saturday  night,  though 
some  open  on  Wednesdays  and 
Thursdays,  depending  on  the  locali¬ 
ty.  At  one  time  they  were  called 
“Farmer’s  Outlets,”  but  of  late  they 
are  generally  known  as  “Fairs.” 

Being  established  dealers,  we 
were  at  fir.st  reluctant  about  the 
suggestion  of  participating  in  this 
sort  of  merchandising,  but  after 
our  fir.st  showing,  the  results  more 
than  proved  its  possibilities.  At  a 
(Contimud  on  Pofu  49) 


distriliutors  as  well  as  many  deal¬ 
ers. 

To  get  the  aluminum  needed  for 
this  big  .stock  build  ui),  manufac¬ 
turers  had  to  jiay  premium  prices 
for  both  foreign  and  domestic  met¬ 
al.  In  many  cases  the  iirice  ranged 
up  to  20c  a  ))ound  over  the  normal 
pre-Korean  price.  Naturally,  the 
manufacturers  rai.sed  prices  to  the 
distributor  and  KD  operator  who 
in  turn  tried  to  pass  it  on  to  the 
consumer.  This  arou.sed  a  certain 
amount  of  resistance  from  cus¬ 
tomers  with  the  result  that  retail¬ 
ers,  distributor.s,  and  manufactur¬ 
ers  all  had  to  absorb  jiart  of  the 
increase.  Despite  this  the  price  of 
windows  inevitably  ro.se. 

Fall  Seasim 

As  the  fall  .season  apiiroaches 
manufacturers  are  beginning  to 
press  their  distributors  and  KD 
operators  to  accejit  more  stock. 
However,  like  the  manufacturers, 
quite  a  few  distributors  and  deal¬ 
ers  have  a  considerable  amount  of 
higher  priced  windows  on  hand  be- 
cau.se  of  the  generally  slow  .season 
during  .June.  July  and  Augu.st 
throughout  the  country.  In  the 
meantime,  manufacturers  are  get¬ 
ting  metal  under  the  NPA’s  allot¬ 
ment  plan  at  a  cost  price  or  at  a 
Government  fixed  price.  This  means 
that  they  will  be  able  to  produce  a 
ten  pound  window,  for  example,  at 
a  .saving  of  $1..5()  to  $2.00  |)er  win¬ 
dow. 

The  problem  that  faces  the  en¬ 
tire  industry  is  how  to  get  rid  of 
the  pre.sent  high  priced  inventory 
(Co)ithni('fl  on  Page  46) 


Local  Fails  Aie  An  Ideal 
Source  Of  Low  Cost  Leads 
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"INTfeilTY  IS  THE  BOND  BETWEEN  US"  -  WARNER 


Mr.  Leonard  M.  Lipman  .  .  . 

Director  of  design,  development  ond  productioi. 
Graduate  of  Nework  College  of  Engineering 
Naval  Research  Laboratory,  senior  member  Amer 
Icon  Society  of  Tool  Engineers,  Assistant  to  Chief 
Tool  Engineer  Curtiss-Wright  during  World  Wor  II 
Mr.  Lipman's  more-than  ten  years'  experience  in 
tooling,  designing  and  production  methods  is  o 
leading  factor  in  WARNER's  success  story. 

His  ingenuity  and  dealer-minded  foresightedness 
led  to  the  development  of  WARNER  KD  engi¬ 
neering,  in  successful  operation  today  all  over 
the  country. 


“Watch  Warner...” 


ALUMINUM 
COMBINATION 
SCREENS 
STORM  SASH 


COMBINATION 

DOORS 


PORCH 

ENCLOSURES 


"We,  at  Warner  Manufacturing  Corporation,  have  long  been  in  the  enviable 
position  of  being  'watched'  by  our  worthy  colleagues  and  competitors  in 
the  Storm  Window  and  Door  field.  We  appreciate  both  the  honor  and  the 
responsibility. 

'Today,  in  the  face  of  severe  material  shortages,  that  responsibility  becomes 
a  driving  force  that  is  keeping  one  Warner  division  busier  than  it  ever  was. 
That  division  is  our  'Research  and  Development'  Section. 

"Here,  new  products,  new  materials  and  new  methods  are  being  born,  old 
standbys  improved  and  every  process  subjected  to  careful  scrutiny  by 
expert  eyes  trained  in  design,  engineering  and  production. 

"Some  of  R  &  D's  efforts  will  soon  see  the  light  of  public  inspection.  While 
we  are  not  at  liberty  to  divulge  their  nature  at  this  time,  you  may  be  sure 
they  will  excite  interest  in  the  field. 

"Warner  projects  are  many  in  number.  All  are  aimed  at  maintaining  leader¬ 
ship  in  the  field  —  for  the  benefit  of  its  distributors,  dealers  and  consumers. 
That's  one  of  the  reasons  much  of  the  Industry  watches  Warner. 

"The  end  result  is  the  goal  that  has  always  motivated  Warner  activities, 
in  the  plant  and  in  its  friendly,  cooperative  relationship  with  its  customers  .  .  . 

"WARNER  .  .  .  first  of  all!" 


(signed 


Pi 
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BUILDING  SPECIALTIES 


Overhead 


Door  And 


Expansion  of  remodeling  boom  opens  up 
many  profit  opportunities  for  dealers 
handling  these  important  products 


From  Data  Furnished  By 
Howell  Mig>  Co. 


The  decline  of  the  housing  boom 
and  the  corresponding  growth 
of  public  interest  in  remodeling 
older  residential  construction  Hgs 
greatly  increased  the  market  for 
overhead  garage  doors  and  opened 
up  a  broad  field  for  building  spe¬ 
cialty  dealers.  Thou.sands  of  older 
houses  are  being  resided,  reroofed, 
equipped  with  storm  windows  and 
altered  in  many  ways  for  greater 
convenience  and  comfort.  But  in 
the  midst  of  all  this  modernization 
one  often  finds  the  old  garage  doors 
still  hanging  forlornly  on  their 
worn  hinges  like  a  pair  of  weary 
barn  doors. 

Good  overhead  garage  doors 
offer  the  home  owner  safety,  con¬ 
venience,  and  improved  appearance 
for  his  home  and  garage.  The  dealer 
who  can  make  the  home  owner  re¬ 


alize  this  will  profit  handsomely. 
Take  the  matter  of  convenience.  All 
home  owners  have  had  the  annoy¬ 
ing  experience  of  getting  up  a  half 
hour  earlier  to  shovel  away  the 
snow  that  has  piled  up  in  front  of 
old  fa.shioned  swinging  doors.  Deal¬ 
ers  can  be  sure  that  any  home 
owner  who  has  had  to  spend  a  half 
hour  of  vigorous  effort  to  clear  his 
driveway  in  winter  just  to  allow 
garage  doors  freedom  to  swing 
open  when  he  is  anxious  to  get  into 
his  car  and  drive  to  work  will  be  an 
intere.sted  listener  to  a  .sales  talk 
on  overhead  doors. 

Another  point  in  favor  of  the 
overhead  door  as  a  replacement  for 
the  swinging  type  is  that  it  doesn’t 
have  to  be  propped  up  to  stay  open. 
There  is  nothing  so  effective  in  sell¬ 
ing  overhead  doors  as  a  picture  of 
what  happens  to  the  average  home 
owner  on  a  windy,  rainy  day  when 
he  wants  to  get  his  car  out  of  a 
garage  with  swing  doors.  Here  is 
what  happens: 

First  he  opens  one  door  and 


Left;  Push  button  station  pressed  by  re¬ 
ceptionist  opens  commercial  overhead 
door  to  admit  giant  truck.  There  are 
many  types  of  controls  for  commercial 
and  industrial  doors  and  each  c>n  be 
selected  according  to  the  particular 
needs  of  any  type  of  business. 

Right:  Residential  overhead  door  is 
op'ned  by  pressing  button  on  dash¬ 
board  of  car.  Radio  signal  emitted 
by  transmitter  in  the  car  starts  the 
motor  of  the  operator  which  opens  the 
door  and  tu-n*.  on  the  lights.  Same 
mechanism  can  be  used  to  do  e  the  door. 

— Diagrams  courtesy  Ilosvclt  Mfg.  Co. 


props  it  against  the  wind,  then  he 
opens  the  other  door  and  props  it. 
Meanwhile,  of  course,  he  is  getting 
soaked  by  the  rain.  Having  finally 
managed  to  get  both  doors  open,  he 
goes  inside  and  cautiously  backs 
his  car  out.  Then  he  gets  out  of  his 
car  into  the  rain  again,  ru.shes  over 
to  one  of  the  door.s,  removes  the 
prop  holding  it  against  the  wind 
and  closes  it,  then  the  same  opera¬ 
tion  has  to  be  repeated  with  the 
other  door.  By  this  time,  if  it  is 
raining  hard,  he  is  probably  soaked 
through  and  through. 

Suppo.se,  however,  that  in  his 
haste  he  doesn’t  take  the  trouble 
to  carefully  prop  the  doors  again.st 
the  wind.  Just  as  he  is  coming  out 
of  the  garage  the  wind  may  slam 
one  of  them  against  his  car  and 
dent  a  fender  or  a  door,  or  sma.sh 
one  of  his  headlights,  or  even  break 
some  of  the  window  glass.  If  none 
of  these  things  happen  then  just 
as  he  is  about  to  back  out  one  of 
the  doors  will  be  slammed  .shut  by 
wind  and  he  must  go  out  again  and 


Operators 


VilOOL^  lUimCATION 


Top  Right-:  Typical  high  lift  doors  used  by  service  station.  They  usually  have  glass  panels  instead  of  wood.  Above  Left:  Sec¬ 
tional  overhead  flush  doors  used  on  residential  garage.  Right:  Hospital  garage  doors  with  3  rows  of  glass  oanals. 

Photos  coHrte.^ty  fii/tvfll  Mfg.  Co. 

open  it.  With  overhead  door.s  all  portant  advantages  is  the  element  las  Fir  or  Sitka  Spruce  they  will 
these  mishaps  are  impo.ssible.  You  of  safety.  People  who  have  small  take  that  as  an  indication  of  the 
just  swing  it  up  and  it  .stays  there  children  are  often  fearful  lest  one  quality  which  that  type  of  lumber 
until  you  are  ready  to  bring  it  of  their  offspring  be  struck  by  a  actually  has.  If  your  panels  are 
down.  The  wind  cannot  slam  it  de.scending  door.  It  is  therefore  im-  made  of  three  ply  laminated  Fir 
again.st  the  car  nor  does  it  have  to  portant  to  mention  that  it  is  prac-  plywood,  be  sure  to  tell  them  about 
be  propped  to  stay  open.  tically  impossible  for  a  properly  it. 

Overhead  doors  have  to  be  lifted  to  balanced  overhead  door  to  slip  or  The  thickness  of  a  wood  door  is 
be  opened  and  naturally  the  question  drop  down  of  its  own  accord.  Be-  important  and  should  be  mentioned, 
of  their  weight  is  bound  to  come  up.  cau.se  of  the  counterbalancing  If  you’ve  got  good  solid  l-’a"  or 
Don’t  make  the  mi.stake  of  telling  springs  they  de.scend  gently  and  l-Vj."  stiles  and  rails,  your  cu.stomer 
your  cu.stomer  that  it’s  light  as  a  have  very  little  impact  when  they  should  know  about  it.  The  method 
feather  as  this  sometimes  conveys  touch  the  ground.  of  fastening  the  joints  is  extremely 

the  impre.ssion  of  flimsiness.  Good  important  in  any  wooden  door, 

doors  are  usually  heavy.  They  are  Discuss  Quality  Good  joints  are  generally  mortised 

suppo.sed  to  be  tough  and  heavy.  and  tenoned,  fa.stened  with  water- 

Yet  you  can  hone.stly  a.ssure  your  The  dealer’s  salesmen  should  not  proof  glue  and  often  pinned  with 
prospect  that  even  a  child  can  lift  be  reluctant  to  tell  prospective  cu.s-  steel  dowels.  If  your  door  has  this 
an  overhead  garage  door.  At  this  tomers  about  the  quality  of  the  construction,  for  example,  point 
point  the  dealer  should  explain  how  millwork  or  how  the  doors  are  this  out  to  your  prospect.  Don’t  fail 
carefully  his  door  is  counterbal-  fastened  at  the  corners.  The.se  de-  to  mention  weathertight  shiplap 
anced  by  powerful,  carefully  tested  tails  may  seem  too  technical  for  construction  at  the  point  where  the 
springs.  During  installation  the  residential  buyers  but  actually  cu.s-  .sections  join  each  other, 
door  is  tested  for  balance  and  the  tomers  are  impre.s.sed  and  reas-  When  it  comes  to  hardware 
tension  of  the  springs  is  accurately  sured  by  the.se  points.  They  may  things  to  mention  are  the  heavy 
adju.sted  .so  that  the  door  can  be  not  know  the  difference  between  gauge  of  the  steel  rails,  heavy  com- 
rai.sed  with  hardly  any  more  pres-  sugar  pine  and  spruce  but  if  you  bination  hinge  and  roller  carriers, 
sure  than  can  be  exerted  with  one  tell  them  in  an  authoritative  man-  ball  bearing  rollers,  cylinder  locks, 
finger.  ner  that  the  stiles  and  rails  of  your  and  ru.st  resi.stant  fini.sh. 

Among  the  overhead  door’s  im-  door  are  made  of  kiln  dried  Doug-  (Continued  on  Page  42) 


REXTRUDE^ 

SPLINE  &  GLAZING  CHANNEL 


BUILDING  SPECIALTIES 


B.  S.  REPORTER 


in  the  production  of  aluminum  and 
of  alumina  chemical  products. 
About  two  pounds  of  alumina  are 
used  in  producing  one  pound  of 
aluminum. 

The  Aluminum  Ore  Company  is 
also  currently  erecting  a  new' 
alumina  works  at  Bauxite,  Ark.,  in 
addition  to  operating  plants  at 
Mobile  and  at  East  St.  Louis,  Ill. 

The  new  construction  program, 
together  with  the  capacity  being 
added  in  Arkansas,  will  boo.st  the 
ALCOA  subsidiary’s  alumina  pro¬ 
duction  capacity  by  approximately 
70  per  cent  when  completed.  Con¬ 
struction  at  Mobile  is  .scheduled  to 
begin  in  the  immediate  future,  and 
production  of  alumina  is  expected 
to  start  by  late  1952. 


Alcoa  Increases  Alumina  Ala.,  were  announced  here  recent- 

Production  Capacity  Williams,  president 

rryuuciiuH  Aluminum  Ore  Company,  a  sub- 

Plans  for  increasing  the  nation’s  sidiary  of  Aluminum  Comi)any  of 
alumina  producing  capacity  by  America. 

180,000  tons  annually,  through  the  Alumina  (aluminum  oxide)  is 
addition  of  new  production  facil-  the  material  obtained  from  bauxite 
ities  at  an  existing  plant  in  Mobile,  ore  as  the  major  preliminary  step 


MAKE  A  GOOD  PRODUCT  EVEN  BETTER 


V  >  Insures  the  superiority  of 
•  Screens  •  Windows  •  Combinations 


United  Storm  Window  Co. 
Maintains  Production 
Despite  Fire 

The  United  Storm  Window  Co. 
of  Sharon.  Pa.,  was  completely  des¬ 
troyed  by  fire  on  June  20th.  Despite 
this  cata.strophe  it  was  able  to 
maintain  production  and  supply  all 
its  outlets  as  a  result  of  the  remark¬ 
able  efforts  of  the  parent  company, 
the  Campbell  Sash  works  of 
Youngstown,  Ohio. 


REXTRUDE*  GLAZING  CHANNEL 
IS  ENGINEERED  TO  SEAL  &  HOLD 
GLASS  IN  FRAME.  ACTUAUY 
MAKES  IT  WEATHERPROOF. 


REXTRUDE*  SPLINE  HOLDS 
A  KEEPS  SCREEN  IN  FRAME 
~  AVAILABLE  IN 
SOLID  OR  TUBULAR 


R.  J.  Canavon  Appointed  by 
Amer.  Structural  Prod.  Co. 


1.  Rextrude*  spline  and  glazing  channel  is  the  quality 
product  of  the  industry  —  has  six  years  of  research 
and  experience  behind  it. 

2.  Rextrude*  is  perfect  for  use  in  screens,  windows, 
doors,  jalousies  in  addition  to  storm  windows. 

3.  Rextrude*  is  unaffected  by  sun,  rain,  ice,  or  heat, 
impervious  to  moisture  and  most  chemicals. 

4.  Rextrude*  spline  can  be  used  in  metal  or  wood  frames 
with  metal  or  plastic  screening.  Made  to  fit  required 
diameter  in  either  solid  or  tubular  form. 

5.  Rextrude*  glazing  channel  is  normally  made  on  a  cus¬ 
tom  basis  to  meet  particular  specifications. 

Write  today  for  descriptive  information,  samples  and  prices. 


.American  Structural  Products 
Co.  ha.s  api)ointed  Richard  J.  Can- 
avan  di.strict  salc.-^  manager  in 
Wa.';hington,  I).  C.,  for  their  In- 
.sulux  gla.s.s  block.  He  .succeeds  A. 
K.  Meyers,  who  resigned  recently. 
The  company  is  a  subsidiary  of 
Owen.s-Illinois  Glass  Company, 
Toledo.  Ohio. 

Mr.  Cana  van  leaves  the  post  of 
technical  director  for  Producers’ 
Council,  Inc.,  in  Washington.  An 
architectural  engineering  graduate 
of  Iowa  State  College,  Ames,  Iowa, 

(('oHtinufd  (tH  Page  49) 


lKt/«TDKiL>(jc  6-IS/4  *Rtg.  U  $  Pat. 

Rla  corporation 


51  Landsdowne  Street,  Cambridge  39,  Mass. 


•tit 
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MAIL  THIS 


in  face  of  the  present  alvminMm  shortage 
we  offer  for  immediate  delivery 


Here’s  a  resolutionary  Jalousie  that  sets  a  new  quality  standard 
for  the  industry.  It's  made  of  beautiful,  durable,  rust  proof 
aluminum  and  fitted  so  accuratel)  that  ueatherstrippinj;  has 
actually  been  eliminated.  But  that’s  just  DNb  of  the  man) 
outstanding  features  that  puts  the  L'alco  jalousie  in  a  class  b) 
itself  ...  so  rush  the  coupon  todas  for  COiMPLtTE  information. 

Because  L'alco  Jalousies  are  made  from  the  sast  raw  material 
stocks  of  I’nion  Aluminum  C.ompain',  makers  of  the  nationally 
known  IJalco  Windows,  we  can  Cil 'ARANTEE  delivers 
on  all  orders.  Our  line  of  Jalousies  includes  all  si/es  and  styles 
.  .  .  for  windosvs  and  doors.  Better  mail  YOl  ’R  coupon  at  once. 


llalco 


are  made  exclusively  by 

UNION  ALUMINUM  CO.  SHEFFIELD,  ALA. 


UNION  ALUMINUM  COMPANY 
Deportment  B.S.-9 
Sheffield,  Alabama 

Please  rush  complete  information  about  the  new  Ualco  Jalousit 


COUPON  TODAY 


NAME 

CITY  — 

STATE - 

TYPE  OF  BUSINESS  OR  PROFESSION 


Septenricer,  1951 
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Plywood  Garage  Door 
And  Hardware 

Tin*  Tavart  ('()mi)any  has  de- 
\  eloped  an  all  wood  i)lywood  canopy 
tyi)e  ^araKc  door  which  the  manu¬ 
facturer  claims  is  as  rijrid  and 
stronjr  as  sttn-l.  LiKht  in  weight 
and  ruKtr<“<J  construction,  it  has 
>i"  exterior  i)Iywood  facinjr  per¬ 
manently  fastened  to  a  Douglas  P"ir 
frame  with  staples  and  waterproof 
grille.  The  entire  door  is  dipped  in 
Cel-Tox  which  protects  it  against 
decay,  dry  rot,  blue  stain,  mildew, 
termites  and  beetles.  This  treat¬ 
ment  also  assures  protection 
against  shrinking,  warping,  check¬ 
ing,  swelling,  and  grain  raising. 

The  door  can  be  stained,  jiainted, 
or  varnished  and  takes  putty  read¬ 
ily.  Trademarked  under  the  name 
Comet,  the.se  doors  are  available  in 
sizes  8'  X  7'  and  9'  x  7'. 

♦  4t  ♦ 

Ualco  Streamlines  Jalousies 


Union  Aluminum  Company  an¬ 
nounces  the  availability  of  a  new, 
competitively-priced,  all-aluminum 
Jalousie  that  is  .so  precision-made 
that  weatherstripping  is  unneces¬ 
sary.  Union  Aluminum  Company, 
better  known  as  UALCO,  has  long 
lH*en  a  top  runner  in  the  field  of 
metal  window  frames. 


According  to  com|)any  otiicials, 
the  new  UALCO  Jalousie  went  on 
the  drawing  board  in  1949;  was 
tested  for  more  than  a  year  under 
actual  weather  conditions;  and  is 
now  ready  to  treat  Mr.  Homeowner 
to  a  better  looking,  longer  lasting 
Jalousie  that  is  free  of  all  weather 
stripping  and  other  unneces.sary 
gadgets. 

The  new  Jalousie  by  UALCO  is 
said  to  provide  a  better  fit  than  the 
old  method,  and  its  makers  claim 
it  will  withstand  a  lifetime  of 
service. 

»  *  ♦ 

House  Insulation 

Hock  wool  batts  that  are  backed 
with  Hanged  aluminum  foil  and 
called  “Seal-Foil”  is  a  product  of 
the  Sealtite  Insulation  Mfg.  Corp. 
The  i)roduct  is  obtained  by  melting 
special  types  of  minerals  at  8,000 
degrees  F'.,  and  backing  with  alum¬ 
inum  designed  to  .serve  as  a  vapor 
barrier  for  the  insulation  material. 
*  *  * 

Awning  Window 

An  awning  window  with  a  “Hoat- 
ing  seal”  called  the  “Wood  Auto- 
Lok  Awning  Window”  has  been 
developed  by  the  Ludman  Corp. 
The  window  is  equipped  with  pa¬ 
tented  Auto-Lok  hardware  with 
automatic  locking  action  and  with 


vinyl  i)lastic  weather  .stripping  that 
.seals  the  unit  like  a  refrigerator. 
The  “floating  .seal”  feature  of  the 
wood  window  is  its  function  of 
automatically  .sealing  up  the  small¬ 
est  opening  that  could  admit  air. 
water,  or  dust.  All  operating  hard¬ 
ware  is  concealed  by  a  decorative 
casing  that  also  functions  as  an 
inside  screen  receptacle. 

4c  ♦ 

Mullins  Mfg.  Co.  Offers 
New  48 '  Sink 

Youngstown  Kitchens  announces 
a  special  48”  cabinet  sink  model, 
featuring  twin  bowds  and  a  hide¬ 
away  cutlery  shelf.  Dealers  will  in¬ 
troduce  the  new  cabinet  sink  with 
a  sjjecial  promotion  beginning 
Augu.st  12.  The  sugge.sted  li.st  price 
is  $129.95  (1.84.95  Denver  and 
west),  plus  installation. 


lit 


The  sink  is  48"  wide,  36"  high 
and  24"  front  to  back.  The  two 
bowls,  each  seven  inches  deep,  are 
part  of  a  one-piece,  porcelain  on 
steel  top,  with  a  four  inch  back- 
splash  and  an  impre.s.sed  .soap  dish. 

A  chrome-plated  swinging  mix¬ 
ing  faucet  is  included.  Both  sink 
bowls  are  equii)ped  with  crumb  cup 
strainers,  and  a  food  waste  di.s- 
poser  may  be  attached  to  either 
bowl.  The  hide-away  cutlery  shelf 
has  three  compartments  and  is  at¬ 
tached  to  the  righthand  door,  so 
the  shelf  is  in  a  convenient  position 
for  u.se  when  the  door  is  opened. 

(Continued  on  Pape  30) 
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ALUMINUM  STORM  SASH 


FOR  EVERY  TYPE 
CASEMENT  WINDOW 


Nationally  advertised 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


Here’s  why  leading  companies  prefer  Season-all  . . . 

ZJIte  c4riAtocrat  of,  Storm  Sa^k! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  \0%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible 
winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a 
minimum  •  Provide  unsurpassed  all-weather  pro¬ 
tection  for  windows. 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Sales  Corporation 

146  Forty-sixth  St., 

n  ^.Htber  1  Pittsburgh  1,  Pa. 


all  franchises  are  rated 

Season-all  aressive,  j  of 

'with  a  qual'^- 

organizations  thes 
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Constant  product  cxainiiiatioti  .  .  .  dt’altT-ciisti>nu*r  rcNcarch  .  .  .  con>tructioii  and 
material  pioneering;  .  .  .  exhaustive  desij;n  and  fabrication  testing;  .  .  .  have  resulted  in 
the  finest  and  most  diversified  line  e\er  offered. 

Our  plant  is  j;cared  to  both  wood  and  metal  production  which  permits  you  to  ii;nore 
possible  material  shortaj;es  in  your  lonj;  ran^e  sales  proj;ram. 

W  rite  to-day  to  the  Hess  Manufacturing  Company.  lfo\  Quincy,  PennsyK  ania, 
for  complete  information  on  the  “Quincy”  line. 

“  I  he  Name  Qtauc^  Meauf  Quality.” 


THE  QUINCY 

CRY5TAL-CLEAR 

CASEMENT 


rw  #ut«icv 

(.  ryHu- 

LU-ior- 

«*•»»< 


Sctce® 


RIMLESS! 

Triple 

Strength 

Glass 


TWO^ 
lua 


WEATHER 

STRIPPED 

with 

Life-time 

PILE 


THREE 

TRACK 


f  or  the  uiscrifiiindtitif;  home-owner — Slid¬ 
ing  crystal  framed  in  elef^ant  marittc  ma/ioji* 
tiHv  .  .  .  Beautiful — Efficient — Economical. 


i'or  the  horne-oHner  who  prefers  other 
than  aluminum  .  .  .  for  distinctive  archi¬ 
tectural  hi'auty  ,  .  .  for  the  knalitv  with  at¬ 
mospheric  conditions  caitsinj^  metal  to  pit 
and  corrode. 


The  hudj^et  window  of  the  Quinev 
A  Masterpiece  of  Quality — A  I  riump 
Ecottomy  .  ,  ,  over-shadowinjj  all  com 
tion  in  the  low  price  field. 


MANUFACTURING  CUMPANY  •  QUINCY,  PENN! 


waiting  for  SPECIALS 


NO  DELAY  or 


Finger-tip 

Control 


I'or  the  hotiie-owner  who 
deMres  the  best  in  aluminum 
— a  (omffletclx  new  alumi¬ 
num  window  designed  to  of¬ 
fer  the  choice  of  blind-stop 
or  overlap  installation. 


TW  QUmCY 

CLEAR-GLIDE 


Self  Storing 
Aluminum 
Screen 


“  /  he  Ooor  H'ith  .-I  Cleatt 
Faee,*'  Built-in  rigidity— 
Can't  sa«  —  Can't  rattle, 
thousands  of  enthusiastic 
home-owners,  across  the  na¬ 
tion.  acclaim  the  merits  of 
this  outstanding;  aluminum 
door. 


RIMLESS! 

Double-Strength 

SASH 


[} 


avowi 


Manufacturing  Co.,  Lancaster  2,  Pa. 


BUILDING  SPECIALTIES 


Accordion  Doors 

(Cdiitimicd  from  Page  12) 

buyers  rooms  are  divided  or  en¬ 
larged  according  to  the  demands  of 
the  trade  at  the  moment.  It  effi¬ 
ciently  segregates  and  .separates 
minor  offices,  reception  rooms  and 
secretarial  and  .stenographic  areas. 

Its  versatility  is  i)ractically  end- 
le.ss.  It  is  the  answer  to  interior 
closure  problems  in  hospitals, 
clinics  and  infirmaries.  It  can  be 
used  to  good  advantage  in  numer¬ 
ous  ways  in  stores  of  all  kinds 
large  and  small — to  .separate  va¬ 
rious  department  and  .sections — as 
a  functional  back  wall  for  display 
windows,  making  an  entire  display 
instantly  acce.ssible — in  Ix'auty 
salons  where  it  provides  the  latest 
word  in  modern  functional  attrac- 
tivene.ss. 

About  the  only  limit  to  the  va¬ 
riety  of  uses  the  accordion  door  is 
the  architect’s  imagination.  And 
1  ecau.se  the  architect  is  instrumen¬ 
tal  in  the  design  and  creation  of 


lhe.se  many  types  of  buildings,  he 
is  the  door  .salesman’s  best  friend. 
It  is  true  he  does  not  purcha.se — 
but  he  influences  tho.se  purchases. 
Today  he  is  required  to  produce  a 
maximum  of  space  for  the  limited 
dollars  available.  He  finds  that  he 
can  best  supply  that  space  at  a  low 
cost  to  his  client  through  the  use  of 
accordion  doors  and  the  flexible 
partitioning  they  offer. 

The  architect  finds,  too,  that  it 
solves  almost  all  of  his  problems. 
The  construction  of  the  door  which 
is  designed  to  last  a  lifetime  re¬ 
quires  no  maintenance  whatsoever, 
thus  becomes  a  component,  durable, 
permanent  part  in  his  building. 

And  for  places  where  additional 
.sound  reduction  is  required  (more 
than  that  offered  by  a  .standard  ac¬ 
cordion  door)  he  can  specify  one 
with  sound  retarding  liners  and 
sweep  strips  to  increase  his  decibel 
ratings.  If  his  problems  involve  the 
storage  of  such  doors  when  they 
are  not  in  use  as  movable  walls,  he 

(Coatinved  oti  Page  .32) 


Nol 
the 
NE' 
Picture 
Fra 
Sty 


Here’s  WEATHtR-Tll  E’S  new, 
improved,  eye-appealing  combina¬ 
tion  window.  All  the  time  tested  ad¬ 
vantages  that  have  made  WEA^ldER- 
TITE  famous  for  easy  profitable 
sales — plus  the  beautiful  new  picture 
frame  style  molding  that  will  add 
glamour  to  any  home. 

•  fin.tt  kiln-dri.d  CQlifornia 

R.dwoed .  .  . 

•  Built-in  v.ntiloter  at  no  .x- 

tro  charg.  .  .  . 

•  Eati.tt  of  oil  to  install  .  .  . 

•  Thr*.  w..k  maximum  d.- 

liv.ry  .  .  . 

•  Attroctiv.  mots  and  tol.s 

aid*  to  incr.as*  your 

profit*. 

Get  on  the  Proht  Band  Wagon!  Get 
W  EATHER-TiTE.  the  Combination 
Windows  and  Doors  that  have  all 
the  features.  Dealer  franchises  are 
still  available  in  cities  where  we  are 
not  now  represented. 

WRITE  •  WIRE  •  PHONE 


1859  East  63rd  Street 
Cleveland  3,  Ohio 
Express  1-2816 


Steel-All 


On  The  House 

(ContiuM’d  from  Page  9) 

of  the  cheap  product  he  has  just 
sold  and  subtly  urges  the  sale  of  a 
superior  but  more  expensive  win¬ 
dow  which  he  proceeds  to  demon¬ 
strate.  This  is  not  only  unfair  to 
the  customer  who  was  lured  into 
a  sale  by  a  cheap  pi  ice  but  a  gross 
failure  of  salesmanship  by  the 
salesman  who  didn’t  know  how  to 
sell  a  quality  product  and  had  to 
resort  to  a  shabby  lr:ck. 

Fortunately,  only  an  insignifi¬ 
cant  minority  of  dealers  allow 
their  salesmen  to  pull  such  stunts 
but  such  practices  and  the  adver¬ 
tising  method  meiitioreil  above  are 
a  menace  to  every  legitimate  deal¬ 
er.  Ultimately  the  Better  Busine'.s 
Bureau  will  catch  up  with  the 
phonies  but  in  the  meantime  they 
do  a  great  deal  of  harm  that  often 
results  in  Green  liiver  law  re¬ 
strictions. 


STEEL  CASEMENT 


by  the  bushel 


ALL  CUSTOMERS  SATISFIED 
NO  INSTALLATION  NECESSARY 


:EN  V  I  M  REASONS  WHY 
You  Should  Sell 


Aluminum  Storm  Panels  For 
All  Mokes  of  Steel  Casements 


1.  Your  profit  runs  from  100%  to  200%. 

2.  A  25-year  tested  quality  product,  approved  by 
EVERY  casement  manufacturer. 

3.  No  installation  problem.  No  costly  labor  installations. 
No  costly  call-backs  and  headaches. 

4.  Windows  glazed  EASILY  in  a  few  seconds. 

5.  Three  standard  sizes.  Fit  any  casement.  (No  preparation). 
6.  Interchangeable  with  standard  screens. 

7.  Heat  saving  alone  pays  for  storm  sash  cost  in  four  years. 

8.  Less  than  48%  of  complete  sashing  costs. 

9.  Eliminates  all  drafts  through  casement. 

(Quick  uniform  heating  throughout  house). 
10.  No  ugly  tracks,  guides  or  gadgets  to  mar  beauty  of  home. 
.  No  interference  with  curtains,  drapes,  Venetian  blinds,  shades,  etc. 

12.  Trim  and  neat;  blends  perfectly  with  windows 
Recommended  and  sold  for  years  by  all  leading  manufacturers. 


(Continued  from  Page  11) 

jiound.s  may  sound  like  a  lot,  this 
amount  is  aclua'ly  no  more  than 
half  of  the  Third  Quarter  alloca¬ 
tion  to  this  division.  It  is  expected 
that  by  August  21th  the  NPA  will 
relea.se  to  each  manufacturer  who 
has  filed  for  a  share  the  amount 
of  his  allotment. 

The  Building  Materials  Division 
is  having  trouble  determining  who 
are  and  who  are  not  manufactur¬ 
ers  in  the  combination  window- 
field.  At  pre.sent  they  take  the  posi¬ 
tion  that  a  KI)  operator  or  a.ssem- 
bler  of  windows  is  not  a  manufac¬ 
turer  and  is  therefore  not  entitled 
to  an  allocation  of  metal.  In  gen¬ 
eral  the  Division  feels  that  the 
overall  requests  for  aluminum  by 
the  combination  storm  window  and 
door  manufacturers  are  excessive 
and  the  probability  is  that  feu- 
manufacturers  are  going  to  get  as 
much  as  they  hope  for. 

Meanwhile  it  is  encouraging  to 
note  that  the  Aluminum  Associa¬ 
tion  reports  that  the  first  six 
(Continued  on  Page  32) 


BUY  BEST. . .  BUY  BARUHART  STORM  SASH 

IMMEDIATE  DELIVERY! 


By  ttorm  tothing  only  v«nt«cl  port  of  th«  window, 
your  cuttemor  sovot  to  90%  of  th«  hoot,  othorwito 
lott.  And  it  coftH  him  48%  lots  to  ftO»h! 

Complotofy  Gloiod  3  High  Fixod  Aluminum  Storm  Ponol 
Mode  and  Glostd  By  You  For  Only  S3  75  .  .  .  Mod#  ond 
Glotod  By  Us,  54  SS 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

Typos  S<roon  or  Storm  Sosh  Siios 
\7  16-%ii23t/i 


MAIN  OFFICE  AND  FACTORY 

140  Highland  Street  •  PORT  CHESTER,  N.  Y. 
Tpipphone:  POrt  Chpstgr  5*2930 
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GLAMOUR 

FOR 

DOORS 

GOLDEN  PROFITS 

FOR  YOU 

Sell  your  customers  these  profitable 
and  attractive  Scroll-Etis  easily  in¬ 
stalled  on  METAL  or  WOOD 
SCREEN  DOORS  or  COMBINA¬ 
TIONS.  They  will  add  profit  to  every 
door  sale.  Finished  in  GLEAMING 
WHITE  enamel  or  SEMI-POLISHED 
ALUMINUM  .  .  .  packaged  com¬ 
plete  in  sets  with  mounting  screws 
ready  for  over-the-counter  and 
door-to-door  sales  at  retail  prices 
from  $6.50  to  $15.00  per  set. 

Write  tor  trade  discounts  ond 
Bull«tin  No  S-552 

Some  choice  territories  open  tor  ogents,  write 


I’lraii.x  3rt  Crafts 


New  Products 

(Confinited  from  Page  24) 

Doors  are  sound-deadened. 

Other  features  include  a  soap  box 
rack  on  the  left  hand  door,  recessed 
toe  and  knee  space,  a  large  under¬ 
sink  compartment,  and  die-made 
construction  that  leaves  no  sharp 
corners.  The  undersink  cabinet  is 
finished  in  hi-bake  enamel. 

*  *  * 

New  Gliding  Windows 

Andersen  Corporation  this 
month  announced  addition  of  a  new- 
short  height  to  its  Gliding  Window- 
Units.  New-  sizes  are  intended  for 
u.se  as  ribbon-tyjie  windows  or 
tran.som  units.  The  new  Glider  size 
has  a  sash  height  just  short  of  2 
feet  for  a  modular  opening  2'  4" 
high.  It  comes  in  three  modular 
widths,  :V  8".  4'  8”  and  5'  8”. 

I 

*  «  * 

3  New  Aluminum  Paints 

A  new  line  of  quality  aluminum 
paints  has  recently  been  announced 
under  the  brand  name  of  Perma- 
Krome.  Produced  in  accordance 
with  the  Aluminum  Company  of 
America’s  rigid  specifications  and 
bearing  the  famous  Alcoa  trade 
mark  on  the  label,  this  line  includes 
8  types:  Aluminum  Metal  and  Ma- 
.sonry  Paint  (for  metal  and  other- 
hard  surfaces).  Aluminum  House 
Paint  (for  weathei’-exposed  wood) 
and  .Aluminum  Enamel  (for  in¬ 
terior  decoration  and  heated  sur¬ 
faces).  All  .8  types  are  made  with 
“polished  pigments”  for  that  plated 
effect.  Made  by  T.  H.  Greenwood 
Co. 


COMING  in  October 

The  1952  (7th)  Edition 
ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 

Order  Now  —  S3.00 


DEALERS 

WANTED 

FOR 

Woiue^ifte, 

ALL  ALUMINUM 

CASEMENT  STORM 

WINDOWS  &  SCREENS 

• 

Ommediaie 

FROM  OUR  WAREHOUSE 

STEWART 
WINDOW  CO. 

Tel.:  GArfleld  6-0616 
CLEARFIELD  and  RUTH  STS. 
PHILADELPHIA,  PA. 


Success  comes  naturally  to 
good  soles  and  management 
men,  who  adapt  the  Kauf- 
mann  Plan  of  merchandising 
aluminum  building  products. 
It  lets  you  start  as  small  as 
you  wish  and  promotes  your 
growth  as  fast  as  you  can 
take  it. 

WRITE  FOR  DETAILS 

KAUFMANN  GORP. 

17210  GABLE  DETROIT  12.  MICHIGAN 


2015  Brookfield  Rd.,  Pittsburgh  16,  Po. 


v'  Guaranteed  by  <- 
,  Good  Housekeeping 

4«vtiiisto 


September,  1 95 ! 


ttm  emntre  w&imn$rein$ii  tm  « 


SOFTENING  UP"  more 


prospects  for  you! 


Alumatics  are  known  to  millions  of  magazine 
readers  all  over  the  United  Swtes  and  Canada  be¬ 
cause  they’ve  been  nationally  advertised  for  years! 
Dealers  and  distributors  who  handle  a  nationally- 
advertised  and  nationally-known  product  know  that 
such  recognition  means  faster  consumer  acceptance, 
easier  sales!  A  plus  value  for  you! 


All  Alumatic  products  bear 
the  Good  Housekeeping  Seal 


Look  at  tkis  Line! 


It  offers  leadership  to  you  — 
Full  protection  to  the  consumer 


AlUMATIC  COMBINATION  WINDOWS  —  America’s 
finest  combination  units,  with  superior  features — 
removable  sill,  interlocking  meeting  rail,  self- 
storing  inserts.  The  leader  in  the  field! 

ARAIUM  COMBINATION  WINDOWS  —  Complete 
self-storing  aluminum  combination  units  at  prices 
that  compete  with  wood  storms  and  Kteens! 

KAYSTO  COMBINATION  WINDOWS  —  For  casement 
windows  of  all  types — in-swinging  or  out-swinging, 
wood  or  metal.  Screen  section  slides  horizontally 
or  vertically.  Protects  entire  window  opening! 

TRI-MATIC  TRIPLE  SLIDE  COMBINATION  WINDOWS 

—  Storm  and  screen  sections  slide  up  and  down, 
providing  outside  access.  Interlocking  meeting  rail 
assures  weather-tight  fit  for  years  to  come! 

I  am  inttrtsted  in  selling  Alumatic  IVoducts.  Plc,isc  send  me 
more  information  on  bc-coming  an  Alumatic  Dealer 

Nome  _ 

Address _  _ 

City...,  _ _ _ 

Telephone  _ 


State 


GUARDIAN  REDWOOD  COMBINATION  WINDOWS 

Two  separate  tracks  provide  controlled  ventilation. 
Storm  and  screen  in  place  all  year  round.  No 
changing,  no  storing  Completely  weatherstripped! 

ALUMINUM  COMBINATION  DOORS  —  Ruggedly 
built  of  hollow  extruded  sections  to  uke  heavy 
duty.  Complete  with  hardware  and  closure. 

SCREEN  PORCH  ENCLOSURES  —  A  handy  all-alumi¬ 
num,  indoor-outdoor  living  room  with  interchange¬ 
able  storm  and  screen  sections.  Also  used  for 
temporary  business  and  commercial  structures. 


CORPORATION  OF  AMERICA 

7  08  1  SOUTH  S6th  STREET 
MILWAUKEE  14,  WISCONSIN 
In  Canada:  ALUMINUM  BLDG.  PRODUCTS  CO.,  LTD. 
367  CHILVER  ROAD,  WINDSOR.  ONTARIO 


ALUMATIC  COUP  Of  AMERICA— Mtw  Jrn 
105  STATE  ST  PATERSON  N  i 
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indolite 


f  futf/  C/^( 


Arc  ALL-WAVS  Rij^ht  .For  Ever>  Building, 

Old  or  New!... but  especially  RIGHT  for  alert 
dealers  who  aim  to  get  their  share  of  the 
rapidly  expanding  and  highly  profitable  market 
pened  up  by  WINDO-TITE... these  ultra  modern 
all-puxpose  windows.  Their  sales  appeal,  fast  turnover 
good  profits  have  made  them  among  the  fastest  selling, 
glass  louvered  (jalousie)  windows  in  the  country. 


Designed  and  produced  by  men  who  really  know  windows  •- 

WINDO-TITE  has  endless  applications. ..  windows,  doors, 
the  making  of  "extra"  rooms,  porch  enclosures,  store  front 

ventilators,  hospitals  and  schools.  Architects  and  owners 
alike  praise  their  modern  beauty,  utility  and  durability. 

Market-tested  range  of  standard  and  custom  sires, 
with  removable  inside  screens  and  storm  sash,  makes 
it  easy  for  you  to  get  in  on  more  jobs.  Simple, 
speedy  installation  saves  you  time  and  money. 


L  U  D  M  A  N  CorporatioM 


DkPl.  ba-T  P  O.  BOX  4S41  MIAMI,  FLORIDA 


Manufacturers  of  nationally  known 

AUTO>lOK  ALUMINUM  AND  WOOD  AWNING  WINDOWS 


NPA 

{Coiitiiund  fratu  Ptifii  2!>) 

m(tnth.><  production  of  primary 
aluminum  for  1951  \va.'<  18' ^  ahead 
of  the  .same  period  in  1950.  The 
total  jiroduction  for  the  pa.st  .six 
months  was  897  million  jiounds 

Tight  Situation 

Also  a  help  but  at  the  .same  time 
an  indication  of  a  tightening  situa¬ 
tion  is  the  fact  that  foreign  govern¬ 
ments  will  be  cut  by  50.009  pounds 


for  the  Fourth  Quarter  and  non- 
es.sential  construction  which  can  be 
jmstponed  will  not  receive  allot¬ 
ments  of  .steel,  cojijier,  or  alum¬ 
inum.  What  this  indicates  is  that 
even  though  prime  aluminum  jiro- 
duction  is  increasing,  it  is  still  in- 
sutficient  to  cover  defense  and  non- 
defen.se  needs.  It  seems  rea.sonable 
to  assume  that  it  will  easily  take 
a  year  before  aluminum  production 
catches  uj)  with  the  entire  needs  of 
the  country  and  then  only  in  the 
event  that  there  is  no  war. 


Accordion  Doors 

(Coiitiniitd  from  Page  28) 

can  .secure  switch  types,  which  can 
be  switched  off  the  main  track  in 
order  to  be  stacked  along  an  un- 
u.sed  wall. 

j  If  his  space  problems  involve 
large  openings,  he  can  .secure  doors 
equipped  with  electrcial  or  hand 
cranked  operation,  .so  that  they  can 
be  operated  as  smoothly  and  as 
easily  acro.ss  enormous  openings  as 
smaller  doors.  He  can  .secure  spe¬ 
cial  meeting  post  types  .so  that 
doors  can  be  u.sed  to  divide  a  large 
room  into  three  or  four  smaller 
rooms  without  permanent  vertical 
casings.  He  can  secure  rolling  post 
doors  which  can  be  opened  from 
either  end  in.stead  of  being  per¬ 
manently  attached  at  one  end.  This 
supplies  ea.sy  entrance  and  exit — 
when  u.sed  in  closets  for  instance, 
jiermit  the  user  to  reach  the  inte¬ 
rior  from  both  ends  ...  to  gain 
check  room  efficiency. 

.'8pecif.v  Hardware 

He  can  specify  locks  or  latches, 
footbolts.  and  other  types  of  hard¬ 
ware  design  which  make  for  effi¬ 
cient  .service.  And  he  can  secure 
accordion  doors  in  any  size  from 
widths  of  60  feet  and  heights  of 
20  feet  down  to  the  two  basic  stock 
door  sizes  which  are  so  popular 
today,  not  only  in  exi.sting  homes, 
but  with  builders  who  build  on  con¬ 
tract  or  sjieculation. 

And  the  specialty  dealer  rivals 
today’s  architect  as  the  accordion 
door’s  be.st  friend.  He  has  learned 
in  the  past  few  years  that  the.se 
doors,  u.sed  in  new  or  old  construc¬ 
tion,  save  for  the  contractor  money 
since  they  are  furnished  to  him 
complete  with  nece.ssary  hardware 
for  installation.  He  doesn’t  have  to 
pay  extra  for  casings  and  .stops  and 
hardware  and  hinges,  and  he 
doesn’t  have  to  pay  high  labor  costs 
for  fitting  and  hanging  these 
extras,  .sanding,  painting  and  in¬ 
stalling  conventional  type  doors. 

Rut  what  is  even  more  important 


{('fttifiniit  f}  Oil  Page  .34) 


September,  1951 


It  HU  011^ 


■  To  prolfrl  )oiir  inlcrert?  and 

pie-erM-  tlip  popiihirily  of  the 
i!ola|!l:i«!-  Aliiiiiiiiiiin  Storm 
W  iiuloM  »e  arc  l  onliiniiiij:  to  makr  (jood  d^•livl•rie^ 
in  'pilf  of  many  rP'lriiiions.  lonlrol'.  and  .'■liortafto. 
Tlip  famoii>  fraliirps  of  |{ola^la-t<  windows  siicli  a« 
fingi  r-tip  control,  noi-eless  roller  )!lid<',  inside  installa¬ 
tion.  and  smiiz-lillin;:  inicriockinf!  device  liave  ac- 
coimle<l  for  tile  wide—pread  cii-tomer  acceptance, 
riiis  we  want  to  maintain.  Von  can  lie  sure  we  are 
doins  onr  liest  to  aii'Wi  r  your  proliicni'. 


BUI-We’re  still  making  pjompttelivery’ 

STORM  WINDOWSf^  fi 


FOR  OUTSWINGING  CASEMENT  WINDOWS 


EQUIPMENT 


COMPANY,  INC. 

•  931  CARNfCIE  AVI.  •  CIEVIIAND  6,  OHIO 


look 


wmm 


CASEMENT  WINDOWS 


"SEAL  MASTER" 

•  ALL  EXTRUDED  ALUMINUM 
SECTIONS 

•  EVERSEAL  INSULATION 

•  PERMANENTLY  ATTACHED 

•  EACH  UNIT  EQUIPPED  WITH 
ALUMINUM  DRIP  CAP 

•  TRULY  THE  BEST  AT  EVEN  LESS 


- LOW  PRICE  SIM-PLEX - i  Zh 

COMBINATION  S:REEN  AND  STORM  WINDOW 

Made  of  "Woodl.fe"  treated  Pondero^a  Pine.  Inter- 
changeable  inserts.  Stoined  f  n  sh  —  con  be  vor- 

n  shed  or  pa  nted.  6u  It-in  ventJotors.  Eos  ly.  inex-  / Sli Ph. iM 

pensively  instolled.  Many  other  features  thot  sell. 

SIZI  aS^xSS*^^  ^  ^F.O.i.  DITROIT 

^7  m07 

Write,  wire  or  phorte  today  for  complete  information  on  our  complete  line  cf  combination 
win.»Krws,  floors  w».tf  bcf»e.McntA  n.ooe  or  ptne,  icOwocd  ar.d  otuii.i«i«.m. 


Timpifl  a-SROO 
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SELL  THE  Best  Combination 

IN  THE  BUSINESS! 


GET  OUR  DEAL  — IT’S  A  REAL  MONEY  MAKER 


Why  not  sell  the  best’  Barked  by  strong  regional  merchandising  and  odvcrtising  $TO-A-CO 
triple  trock  aluminum  combirotion  windows  and  doors  are  recognized  notionally  as  the  best 
looking  and  most  procticol  in  the  business  Self-contoined  in  one  beoutiful  lifetime  unit  with 
obsolutcly  nothing  to  store.  STO-A-CO'S  outstonding  feotures  moke  olmost  every  demonstra¬ 
tion  a  sale 

The  lifetime  combination  door  is  mode  of  tubular  extruded  aluminum  63  St  S  for  moximum 
strength  and  rigidity  Screen  ond  glass  poncts  easily  interchongcobic.  This  door  hos  become 
the  stondard  of  the  industry  STO-A-CO  products  ore  reel  money  mokers. 

Write  direct  for  <^etof/$. 


11  BIG  ASSEMBLY  PLANTS  TO  SERVE  YOU 


StrotegicoMy  locotcd  —  these  plonts  con  supply  you  with  prompt  deliveries. 
They  are  rcody  —  willing  ond  able  to  serve  you  ot  oil  times. 


Philodclphio,  Po 
Wilmington,  Del 
Clevciond,  Ohio 
Chicago,  111 


Buffolo,  N  Y. 

Konsas  City,  Kan 
Solt  Lake  City,  Utoh 
Cmcinnoti,  Ohio 


St  Louis,  Mo 
Des  Moines,  lo 
Long  Islond.  N  Y 


‘‘•Ufir  FOt  THt  WtATHie  TO  LAST  fOAtVStf 


BUILDING  SPECIALTIES 

building  specialties  ' 

COVERS  ALL  THE  IMPORTANT  SUBIECTS!  /  <25  Fourth  Avenue.  New  York  16,  N.  Y.  ^ 

/  Pleaie  enter  my  subscription  to  BUILDING  / 
By  subscribing  lo  it  you  assure  yourself  of  /  SPECIALTIES  at  S3. 00  for  one  year,  ^ 

/  Q  Bill  me  for  this  amount.  j 

keeping  up  to-date  on  the  following:  better  sell  ^ 

..  .  .  i  Enclosed  is  a  check  or  H  money  order, 

ing  methods,  installation  techniques,  manage  '  / 

,  ,  .  ,  .  ,  ,  ^  My  Name  .  . / 

ment  details,  how  to  sell  particular  specialties.  /  ^ 

.  ,  ,  ,  ,  .  .  /  Position  . . 

getting  and  holding  good  salsemen,  advertis-  ' 

.  ,  ,  «  ,  ,  ^  Company  . ^ 

ing,  new  products,  and  many  others.  Send  the  /  f 

.  .  ^  f  Address  .  .  .  .  / 

coupon  today!  Only  $3  o  year.  ^  ' 

i  .  Stale  ■  y 


Accordion  Doors 

(CoiithiiH  (1  from  Pope  .‘52) 

to  the  Builder  is  the  fact  that 
Modernfold  helps  sell  his  houses 
quicker.  He  finds  that  prosiiects 
shop  his  homes  and  his  comiietitors' 
homes  and  make  their  buying-  deci¬ 
sion  on  the  basis  of  which  builder 
offers  the  most  for  the  dollar.  He 
doesn’t  have  to  apologize  for  the 
fact  that  his  rooms  are  small  be¬ 
cause  he  was  building  to  a  budget. 
Rather  he  can  boast  of  it  because 
he  has  built  real  flexibility  into  the 
home — has  provided  for  the  utmost 
livability  and  usability  of  every 
square  foot  of  door  space. 

The  specialty  dealer  can  demon- 
.strate  to  the  builder  that  this  door 
actually  helps  him  .sel.'  because  it 
has  dramatic  showmanship  built 
right  into  it.  It  can  be  pre.sented 
and  demonstrated  with  a  flourish. 
And  when  his  agents  show  a  home 
equiiqied  with  accordion  doors,  at 
every  turn  the  prospects  are  met 
with  a  new  delight  to  the  eye. 


WANT  A  SALES  LIFT? 

MEET 

MADE-TO-LAST 

MADE-TO-FIT 

Thermo-Wood 


SEE  PAGE  15 
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When  yon  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Cdieck  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  2fi()  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  lltiO 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  (  AMP- 
RELL  SASH  WORKS  shows  less 
shrinkage  and  su'elling  than  con¬ 
crete! 

.■».  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  m<>st  durable 
woods ! 

6.  REDWOOD  DEALERS  sh(.w  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  s(»ld. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2109  WILSON  AVK.M  K  (  A M I’HKIJ,.  OHIO 

I’hone:  .)20ir) 


And  best  of  all  from  a  cost  stand¬ 
point,  the  specialty  dealer  soon 
finds  that  they  are  easy  to  install. 
A  standard  size  door  for  a  typical 
oi)ening  in  the  home  can  be  in¬ 
stalled  by  the  di.stributor  or  the 
dealer  or  by  the  builder’s  carpenter 
in  as  little  as  twenty  minutes. 

F'ir.st,  the  head  track,  which  is 
drilled  for  .screws,  is  placed  against 
the  header  and  the  markings  are 
made.  Then  the  door  is  in.serted  in 
the  track  (it  operates  on  nylon 
wheeled  trolleys)  and  the  entire 
unit  is  lifted  into  place.  The  track 
is  attached  with  .screws  provided 
and  the  door  hangs  free.  A  jilumb 
line  is  then  dropped  at  the  fixed 
jamb  end  and  U  shaped  clips  are 
fastened  to  the  casing  opposite  the 
fixed  jamb  post  to  which  they  be¬ 
come  engaged.  Then  the  po.st  is  at¬ 
tached  to  the  jamb  clips,  a  friction 
spring  clip  is  in.serted  in  the  track 
at  the  frw  end  to  hold  the  door 
when  closed,  and  the  installation 
is  complete. 

Double  Doors 

Where  double  doors  are  in.stalled, 
the  same  procedure  applies  except 
that  one  half  of  the  track  is  in¬ 
stalled  fir.st.  Doth  doors  are  put  on 
the  track,  pushed  to  one  side  and 
then  the  .second  half  of  the  track 
is  in.stalled.  The  procedure  con¬ 
tinues  with  attachment  of  the  doors 
to  the  side  casings. 

The  technique  for  installing 
large  doors  is  the  .same  except  that 
higher  openings  may  require  lad¬ 
ders  or  .scaffolding. 

Since  1936  when  accordion  doors 
were  fir.st  introduced,  their  .sales 
volume  has  .steadily  expanded.  Di.s- 
tributors  and  dealers  report  that 
they  are  ea.sy  to  sell  once  the  pros- 
l)ect  has  learned  about  them. 

When  one  considers  that  the  ac¬ 
cordion  folding  type  door  in  its 
comparatively  short  life,  has  been 
accepted  and  purcha.sed  by  so 
many  buyer.s — when  one  considers 
that  there  are  very  few  homes  or 
other  commercial  e.stabli.shments 
that  have  no  space  problem.s — you 
can  readily  see  that  this  product 
has  a  tremendous  potential. 


Bookkeeping 

(Conti tilled  from  Page  14) 
blue-printing  our  exact  needs  at 
no  co.st  and  without  obligation  to 
us,  we  develojx'd  a  procedure  which 
we  estimate  saves  us  at  least 
$1,000.00  a  .vear  in  actual,  provable 
bookkeeping  economies,  to  .say 
nothing  of  the  gain  made  through 
increased  accuracy,  a  hidden  sav¬ 
ings  which  means  bigger  profits 
for  us. 

Here’s  the  way  our  modernized 
accounting  .system  work.s — and  it’s 


simplicity  it.self : 

1.  A  newly  designed  w'eekly 
time  sheet  was  developed,  to 
be  made  out  in  duplicate. 
From  this  simple,  ea.sy-to- 
handle  sheet  all  neces.sary 
payroll  information  can  l)e 
picked  up  accurately  at  a 
glance  for  the  next  step. 

2.  In  a  single  writing  on  a  po.st- 
ing  board  known  as  the 
F’orm-Ma.ster,  we  po.st  the 
payroll  summary,  individual 

(Continued  on  Page  36) 
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Quick  Sellers 

For  Homes 

Here  are  some  items  that  every  house¬ 
holder  wants  and  they  are  sold  to  you 
I  so  you  can  make  a  good  protit. 


House  Markers 


Cast  aluminum, 
finished  in  beauti¬ 
ful  antiq-je  black, 
six  designs.  $24 
per  doien. 

NEW  .  .  .  UNIQUE 
Horse-head  hitching 
finished  in  antique 
brass.  Sells  on  sight 
accepted. 

,  Send  yoi/r  order  now 
or  write  for  cota.'og. 

for  information 

RAYDON 

,  1113  Main  St. 


Outdoor  Post 
Lantern 

Cast  aluminum, 
dead  black  fin¬ 
ish,  knob  and 
catch  in  brass,  j; 
Rust  proof,  $9 
each.  I 


post.  Cost  metal 
iron  or  polished 
.  Order  for  sample 

to  avoid  shortages, 
Dir'ributors,  write 

and  discounts. 

MFG.  CO. 

Fitchburg,  Mass. 


If  Goes 

"HAND-IN-GLOVE" 

WITH 

PROFITS 


SEE  PAGE  15 


Follow  Up  Your 
Installations 

It  i.s  an  old  axiom  that  each  in- 
.stallation  produce.s  ten  sale.s.  Kvery 
salesman,  everywhere,  knows  how 
true  this  is,  and  they  follow-up  the 
neighborhood  where  awninjrs  have 
been  installed. 

This  should  be  drilled  into  all 
.salesmen's  heads  atrain  and  again 
until  it  becomes  a  part  of  their 
everyday  thinking.  A  Buffalo  .sale.s- 
man  put  the  idea  into  practice  and 
came  up  with  three  .sales  in  one 
afternoon — and  it  was  the  end  of 
the  afternoon,  too.  People  have 
friends  and  their  friends  have 
friends.  If  one  buys  awnings  or  win¬ 
dows  he  tells  his  neighbors  and 
friends  and  they  want  them  too. 

*  ♦  « 

Bookkeeping 

{('(nifimu (I  from  Parft  ;?.'>) 

earnings  record  and  payroll 
check  .  .  .  payroll  comiileted! 

.3.  The  original  of  the  weekly 
time  sheet  is  sejjarated  from 
the  duplicate  and  filed  in  a 
po.st  binder. 

4.  The  duplicate  of  the  time 
sheet  is  jM'rforated  into  10 
strips,  each  strip  for  a  dif¬ 
ferent  job.  These  are  torn 
apart,  .sorted  down  and  filed 
by  job.  When  the  job  is  com¬ 
pleted,  these  .strijis  jn-ovide  a 
complete  and  accurate  record 
of  all  labor  costs — total  hours 
and  gro.ss  earnings.  An  add¬ 
ing  machine  tape  is  run  to 
give  the  posting  for  the  job. 
The  job  cost  sheet  gives  the 
rest  of  the  information  need¬ 
ed  to  bill  the  job  and  it  also 
is  designed  to  replace  our  ac¬ 
counts  receivable  ledger  as  it 
records  all  billings  and  pay¬ 
ments. 

Our  payroll  and  cost  lio okkeep- 
ing  work  is  now  half  what  it  was 
before  I 


Redwood  Combination  j 
/  Doors  j 

''  Read  about  them  in  the  ) 
■  October  ^ 

/  BUILDING  SPECIALTIES  \ 


Training  Program 

{Continued  from  Page  16) 

alize  that  he  has  something  worth¬ 
while  to  .sell,  that  a  successful  sale 
benefits  the  homeowner  as  well  as 
him.self.  He  mu.st  learn  to  cultivate 
his  willpower  and  face  up  to  the  job 
of  getting  past  the  door.  If  he  fails 
he  must  ask  himself  whether  he 
has  done  all  that  he  should  have 
done  to  succeed. 

5.  Teach  Concentration  —  Sales¬ 
men  mu.st  learn  the  art  of  concen¬ 
tration.  They  must  be  taught  the 
importance  of  keeping  their  minds 
on  what  they  plan  to  .say  when  they 
are  up  against  the  customer.  They 
must  not  get  lost  in  general  con¬ 
versation  or  allow  them.selves  to  be 
sidetracked  by  the  customer’s  re¬ 
marks.  The  salesman  who  can  con¬ 
centrate  on  what  he  is  doing  will 
hold  the  customer’s  attention  and 
get  the  orders. 

The  basic  idea  behind  the.se  five 
points  is  to  build  men  rather  than 
.sales.  Once  you  have  put  these  ideas 
across  you  have  created  a  salesman 
and  the  -sales  will  automatically  fol¬ 
low. 


In  trained  Men 

Norton  prefers  to  work  with  men 
who  have  had  no  previous  sales  ex¬ 
perience.  Catch  ’em  young  and 
train  ’em  hard,  is  his  motto.  He  de¬ 
votes  much  of  his  time  to  .sales 
training  and  i.s  aided  in  this  by  his 
field  supervisors,  who  are  top  notch 
.salesmen  and  assist  at  .sales  meet¬ 
ings  and  help  train  men  both  in  the 
field  and  in  the  office. 

In  actual  training  the  candidate 
for  a  .sales  job  learns  all  about  the 
function  and  purjio.se  of  his  prod¬ 
uct.  Great  emphasis  is  placed  on 
.selling  comfort,  convenience,  econ¬ 
omy  and  beauty  rather  than  on  win¬ 
dows  as  such.  Having  memorized 
all  his  sales  arguments,  the  traint»e 
demonstrates  each  point  on  a  sam¬ 
ple  window  until  he  is  letter  per¬ 
fect.  He  learns  not  to  assume  that 
the  customer  knows  anything  and 
to  demonstrate  only  at  night  when 
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both  the  husband  and  wife  are  pres¬ 
ent. 

Norton  .salesmen  are  not  mere 
robots  repeating  a  well  rehear.sed 
speech.  They  learn  how  to  a{)proach 
the  cu.stomer  along  the  lines  of  his 
greatest  interest.  The  economy 
minded  home  owner  is  told  about 
fuel  savings  resulting  from  storm 
window  installation.  If  there  are 
small  children  in  the  house,  the 
salesman  emphasizes  the  elimina¬ 
tion  of  dangerous  draughts,  protec¬ 
tion  again.st  colds,  and  so  forth. 

In  addition  to  sales  techniques 
the  salesmen  are  taught  how  to 
canvass  and  all  of  them  do  their 
own  canvassing.  Unle.ss  they  have 
an  appointment,  Norton’s  sales 
staff  must  attend  a  daily  meeting 
at  9  a  m.  sharp.  Well  aware  that 
having  doors  slammed  in  his  face 
all  day  long  and  being  refu.sed  many 
times  tends  to  break  down  a  sale.s- 
man’s  confidence,  Norton  studies 
his  men  every  morning  to  gauge 
their  state  of  mind  and  peps  up 
those  who  need  a  little  encourage¬ 
ment. 


Morning  Meetings 

At  such  meetings  he  is  apt  to 
warn  the  men  about  the  danger  of 
canvassing  doorbells  instead  of 
people  or  demonstrating  for  one.self 
instead  for  the  customer.  The  daily 
meetings  enable  Norton  to  help  his 
men  with  valuable  advice  from  the 
rich  store  of  his  own  long  experi¬ 
ence. 

It  takes  about  a  week  to  train  a 
new’  salesman  and  of  this  time 
about  two  days  are  spent  in  the  of¬ 
fice.  The  new  salesman  receives  a 
cutdown  .sample  in  a  neat  case  and 
a  portfolio  containing  pictures  of 
installations,  a  demonstration  book, 
and  copies  of  the  latest  newspaper 
adverti.sements  of  the  ().  (I.  Nor¬ 
ton  Co.  Many  of  the  salesmen  al.so 
make  u.se  of  an  ingenious  stereo 
viewer  which  contains  its  own  light. 
Through  this  device  customers  can 
see  colored  pictures  (kodachromes) 
of  Norton  installations  and  prod¬ 
ucts.  The  salesmen  buy  these  view¬ 
ers  and  pictures  for  $.35.00  and 
{Contivued  on  Page  38) 


The  Doorway  to  Quality 

It's  just  as  eosy  to  sell  top  quality 
— and  far  more  profitable. 


ELLWOOD 

Aluminum 

DOOR 


The  finest  engineered  j 

Door  on  the  market  \ 

★  Quality  &  Beauly  ! ;  t 

★  Rigid  (onslruclion  - 
^  Competitively  Priced 

Our  distributors  have  doors 
for  immediate  delivery 

DEALERS:  INQUIRIES  SOLICITED 

For  Folder  and  Complete  Information 


CO.,  INC. 

ELLWOOD  CITY,  PA, 

Phone  1594 


CALIFORNIA  REDWOOD 
Band  Sawn-Premium  Quality 

Direct  Mill  Shipments  Only 

Jbon  Wallace,  3nc. 

(iuardian  Bldg.  WOodward  .3-0862  Detroit 
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Here's  the  combination  window  designed 
for  todov’s  selling  situation.  Check  these 
EVER-REOOY  features,  and  you'll  see  why 
EVER  REDDY  can  be  the  best-sellinq  com¬ 
bination  window  you've  ever  handled: 

*  Made  of  clear,  kiln-dried  Redwood. 

*  Eoctory  ossembled  complete  with  cod 
mium-ploted  hardware. 

*  Single-track  window  —  includes  frames 
and  inserts. 

*  Easy,  low-cost  installation. 

*  Competitively  priced. 

*  Mode  by  Schumocher  —  thot  means 
highest  quality  throughout. 

*  Backed  by  Schumacher's  strong  mer- 
chondising  program. 

What's  more,  you  get  Schumacher's  de¬ 
pendably  quick  delivery  plus  the  ovatl- 
ability  of  high  quality  Schumocher  com¬ 
bination  doors.  These  days,  that's  more 
important  than  ever! 

Write  for  complete  details  on  EVER  REDDY. 
EVER  REDDY  con  put  you  'way  ahead! 


Hartville,  Ohio 


7‘ 


DUSTITE  GASKET 

f OR  METAL  CASEMEHTWmOWS! 


ATTENTION:  Casement  Storm  Window  Dealers  for  Larger 
SALES  VOLUME  —  SELL  DUSTITE  GASKET 

The  DUSTITE  GASKET  is  designed  with  an  extruded  plastic 
sealing  lip,  to  keep  metal  casement  windows  DUST  TIGHT,  STORM 
TIGHT,  DRAFT  TIGHT,  RAIN  TIGHT,  and  WIND  TIGHT. 

To  quote  a  lorge  Storm  Window  Dealer:  "DUSTITE  GASKET  is 
the  first  item  we  ever  added  to  our  line  that  poys  for  our  ads. 
Brings  prospects  to  our  sales  room  without  canvassing,  which 
outomatically  puts  us  in  contact  with  definite  prospects  who  ore 
interested  in  overcoming  the  leakage  problem  around  their 
casement  vent  openings. 

We  advertise  the  gosket  in  our  local  paper  which  brings  the 
prospects  into  our  sales  room,  to  purchase  the  gasket  for  one  or 
more  vent  openings.  We  secure  their  names  and  addresses  and 
send  o  salesman  a  few  days  later  to  their  homes  on  o  'service 
visit',  he  is  invited  into  the  home  and  finds  in  most  cases  they 
ore  definite  prospects  for  storm  windows.  And  in  o  large  per- 
centoge  of  coses  more  gasket,  and  storm  windows  are  sold. 
Therefore,  the  gasket  hos  proven  to  us  to  be  o  real  traffic  builder  ond  prospect  finder,  os  well  os  o 
door  opener,  for  all  of  our  home  improvement  items. 

We  discovered  the  gasket  excellent  for  use  in 
control  of  condensation  where  storm  windows  are 
used.  Which  saves  us  extra  and  costly  after  sales 
service  calls." 

DUSTITE 

PRODUCTS  CO. 

6  CANTERBURY  DRIVE 
DAYTON  9,  OHIO 


I'm  on  interested  deolcr.  Enclosed  is  remittance 
of  S16  25  for  triol  offer  of  250  feet  of  Dustitc 
Gosket  in  50-ff  lengths  Enough  for  26,  3-light 
high  or  20.  4'light  high  vents  <Retoils  530  00, 
Installation  extro).  Sold  under  ten-doy  money- 
bock  guorontcc 

NAME  . 

STREET 

CITY  STATE 


Training  Program 

{Continued  from  Page  37) 
rind  them  immen.sely  valuable  a.s  a 
.sales  aid. 

Due  to  conditions  beyond  his  con¬ 
trol  Norton’s  .sales  force  has  been 
slightly  reduced.  However,  since 
the  inauRuration  of  a  new  mahog¬ 
any  door  and  window  program, 
.salesmen’s  earnings  have  improved 
considerably.  For  example,  the 
week  of  August  2nd.  which  is  .sup¬ 
posed  to  be  one  of  the  poorest  weeks 
in  the  year,  the  company  paid  out 
the  following  paychecks;  Warren 
Bareis,  $112.52;  Bill  Callahan. 
$199.05;  Gene  Ru.s.sel,  $216.58; 
.Morty  Silverblatt,  $113.60;  Bob 
Fe.s.selmeyer,  $157.40;  L.  Behr, 
$110.78 — an  average  of  $150.00  per 
man  for  the  week.  This  illustration 
points  out,  very  derinitely  the  dy¬ 
namic  results  of  a  constant  train¬ 
ing  program. 

Need  Inspiration 

His  philo.sophy  is  to  iiicrea.se  the 
number  of  salesmen  or  intensify  the 
efforts  of  the  few.  Sometimes  it  i.s 
more  advisable  to  have  a  smaller 
.sales  force,  with  a  more  dynamic 
approach,  than  to  have  a  larger  and 
more  unwieldy  force  that  is  hard 
to  control.  In  Norton’s  opinion 
.salesmen  in  the  specialty  .selling 
field  do  not  fail  because  they  cannot 
.sell — they  fail  because  they  are  not 
inspired  to  work. 

The  ().  G.  Norton  Company  i.s 
located  at  112-05  F’rancis  Lewis 
Boulevard,  St.  Allians  (Queens). 
N.  Y..  a  bu.sy  suluirh  of  New  York 
City.  The  company  occupies  a  large 
two  story  building  95'  long  by  85' 
wide.  Mounted  on  this  structure  is 
the  large.st  electric  sign  in  Queens 
county.  It  is  60  ft.  long  and  blazes 
the  conijiany  name  in  neon  lights 
until  12  a.m. 

A  strong  believer  in  advertising. 
Norton  u.ses  300  to  400-line  ads  in 
local  newspapers  once  or  twice  a 
week  and  during  the  .sea.son  he  ex¬ 
pands  this  to  600-1000  lines.  The 
company’s  ads  .stre.ss  quality,  .style, 
{Continued  on  Page  40) 


September,  1951 


39 


These 

Money  Making 
Prod  ucts! 


More 

Sales 


Greater 

Profits 


Gear  Your  Future  Business 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Fill  in — Tear  off — and  Mail 

September,  1951 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16.  N.  Y. 

Send  me  facts  on  the  items  cheeked. 

[J  Aluminum  Combination  Doors 

□  1  &  2-Track  Aluminum 

Comb.  Windows 

Pi  Triple  Track  Aluminum  Combinations 
n  Sprayed  Asbestos  Siding 
Q  Alum.  Outside  Casement  Storm  Sash 
Wood  Outside  Casement  Storm  Sash 

□  Steel  Co.mbination  Windows 

[J  Wood  Combination  Windows  . 

Wood  Combination  Doors 
L  Plastic  Wall  Tile 

Shower  Doors  &  Tub  Enclosures 

□  Aluminum  Casement  Screens 

□  Steel  or  Wood  Casement  Screens 

□  Aluminum  Casement  Storm  Sash 

□  Steel,  Wood  Casement  Storm  Sash 

□  Sprayed  Plastic  Siding 

□  Sectional  Overhead  Garage  Doors 

□  Aluminum  Post  Lanterns 

□  Insulating  Siding 

□  Aluminum  Door  Grilles 

□  Sprayed  Insulation 

□  Caulking  &  Glazing  Compounds 

□  Plastic  Weatherstripping  for  Metal 

Casements 

□  Stainless  Steel  Screws 

□  Metal  Coating  Service 
Dutch  Lap  Roofing  Shingles 

□  Metal  Mouldings 

□  Venetian  Windows  and  jalousies 

□  Stone  Type  Siding 

□  Plestic  Splines  and  Glazing  Channels 

□  Redwood  Mouldings 

Other  Items .  . 


Send  me  Bldg.  Specialties,  12  months, 
$3.00  □ 

Name . 

Firm  . 

Position  . 

I  Address . 
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Itrltrr 

and  ' 

BATHROOM 


That's  our  business  —  beautifying  bath 
rooms  and  enhancing  the  value  of  Ameri* 
con  homes.  Because  we  think  of  our 
products,  shower  doors  and  tub  encio 
sures,  in  these  terms,  we  hove  been  sue 
cessful.  Successful  in  giving  the  overage 
homeowner  reol  value  in  a  lifetime  of 
comfort,  satisfaction  and  service.  Success¬ 
ful  in  marketing  our  products  through 
reliable,  well-organized  outlets  —  people 
with  whom  it  is  a  pleasure  to  do  business. 
Although  restrictions  might  temporarily 
retard  production,  the  quality  of  our 
shower  doors  and  tub  enclosures  will 
alwoys  be  the  finest  in  Americo 


Our  patented  Adjustable 
Jambs  guarantee  easy  in¬ 
stallation  and  perfect  fit. 


amfnuuf 


Of  AMCRICA 

973  Sfreef,  N.  {.  AHonto  5,  C« 


TRIPLE-TRACK 

Designed  tor  INSTANT  APPEAL  .  .  .  Priced  for 
COMPETITION  and  PROFIT! 

New  Improved  TRIPLE-TRACK  ALL-ALUMINUM 
Combination  SCREEN,  STORM  WINDOW  & 
WEATHERSTRIP  UNIT: 


Only  PARAMOUNT 

has  ALL  the  MOST  WANTED  FEATURES! 


TRIPLE  TRACK!  Nor  channel. 
fosv  instoMotions.  fervice-free? 

TWIN  VENTILATION*  Sashes  roise  or  lower  to  anv  level! 
CHANGEOVER  NEVER  NECESSARY?  Mokes  self-storing 
obsolete* 

POSITIVE  lOO^o  WEATHERSTRIPPING! 

Heovy  cKtrusions,  rigid  construction  throughout! 

America's  Finest  ALL-ALUMINUM  Combination 
STORM  &  SCREEN  DOOR; 


•  Fully  extruded.  •  Aluminum  Wire  Screening 

•  Expander  on  sill  for  sure,  yet  cosy,  instollotion, 

•  Braced  corners  tor  lifetime  rigidity. 

•  Complete  with  aluminum  ensemble  and  hardware 


PARAMOUNT  COMBINATIONS  ossure  your  keeping  profits  in¬ 
stead  ot  reducing  them  through  costly  service  c  ll-bocks. 

We  will  weicoTc  your  contacting  us  but  can't  promise  to  fill 
your  order  iTmediatety.  Rest  assured  we  will  do  so  os  soon  as 
our  supply  permits. 


NO! 


Interruption  in  your 
PROFIT  PARADE  with 
PARAMOUNT! 


pfiRRfnounT 


ALUMINUM  PRODUCTS  CORP. 

180-11  JAMAICA  AVE  JAMAICA  3,  L  I.  N  Y. 


Training  Program 

(Continued  front  Page  88) 

and  de.sijjn  rather  than  j)rice.  Nor¬ 
ton  finds  that  consistent  advertising 
is  very  helpful  to  salesmen  and  puts 
him  in  a  better  position  to  meet 
competition. 

He  makes  use  of  direct  mail  oc¬ 
casionally  and  has  recently  sent  out 
10,000  pieces  on  a  mahogany  win¬ 
dow  made  by  the  He.ss  Mfg.  Co. 
which  he  is  now  selling.  However, 
he  is  cautious  about  giving  any 
opinion  on  direct  mail  as  he  has  not 
done  enough  of  this  advertising  to 
judge  its  merits. 

The  company  has  a  very  inter¬ 
esting  method  of  handling  its  in¬ 
stallation  men.  There  are  six  me¬ 
chanics.  each  of  whom  owns  his 
own  truck  and  is  paid  a  regular  fee 
for  each  window  or  door  in.stalled 
on  a  piece  work  basis.  They  receive 
.$8.00  for  an  aluminum  door,  $10.00 
for  a  wood  door,  and  $1.25  for  a 
wood  window  plus  25c  for  transpor¬ 
tation.  The  men  average  $100  to 
$140  per  week  depending  on  the 
volume  of  business.  Each  mechanic 
leaves  $100  on  deposit  with  Norton 
as  a  guarantee  against  poor  work 
which  must  be  done  over  again.  The 
result  is  that  the  men  take  pains 
with  their  work  and  installations 
rarely  mn-d  to  be  redone.  The  com¬ 
pany  it.-^elf  owns  three  trucks. 

A  large  showroom  is  available 
for  customers  who  want  to  visit 
the  company’s  e.stablishment  on 
Frances  Lewis  Boulevard.  All  pro¬ 
ducts  .sold  by  O.  G.  Norton  are  on 
display.  These  include  combination 
wood  storm  sash  for  ranch  win¬ 
dows  and  casements,  and  high  and 
low  jiriced  combination  windows 
and  doors  of  both  wood  or  alum¬ 
inum.  The  company  features  en¬ 
sembles,  that  is,  windows  and  doors 
that  match  perfectly  and  stresses 
lie.uity  as  well  as  utility.  The  front 
of  the  Luilding  has  five  combina¬ 
tion  doors  on  it  and  is  in  an  exeel- 
lein  location  for  parking. 

Norton  sold  about  48,000  win- 
dow.s  last  season  and  expects  to  do 
a  volume  of  l)usine.ss  this  year 
amounting  to  about  $900,000. 
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Caulking 

(Continued  from  Page  17) 

eliminate  drafts  from  this  source 
and  prevent  the  damage  caused  by 
leakage  of  rain  water.  Porch  steps  j 
whether  of  stone  or  wood  often  pull  ' 
away  from  the  adjoining  stooj) 
walls.  Caulking  applied  here  will 
prevent  further  deterioration.  Uoof 
and  chimney  Hashings  require  fre¬ 
quent  recaulking  otherwise  they 
become  a  source  of  water  damage 
to  ceiling  beams  and  plaster. 

When  applied  in  time  caulking 
in  roof  valleys  and  around  dormers  I 
can  prevent  roof  rei)airs  which 
might  be  rather  expensive.  Thin 
cracks  in  stucco  can  be  filled  with 
knife  grade  compound.  This  pro¬ 
cedure  will  prevent  such  cracks 
from  being  enlarged  by  water  and 
avoid  deterioration  of  the  stucco. 
Corner  boards  on  the  siding  often 
require  recauiking  to  keep  out 
moisture  and  drafts. 

Butt  Joints 

.Another  important  point  that 
often  needs  protection  is  the  place 
where  the  framing  meets  the  foun-  j 
dation.  The  butt  joints  between 
clapboards  often  open  up  as  the 
wood  shrinks.  PAircing  compound 
into  this  joint  with  a  gun  will  pre¬ 
vent  water  damage  to  the  sheath¬ 
ing  and  to  the  siding  itself.  Base¬ 
ment  windows  often  have  leaks 
between  the  outer  frame  and  the 
concrete  of  the  foundation.  This 
too  can  be  eliminated  with  a  caulk¬ 
ing  gun.  Joints  between  cornices 
and  between  cornices  and  walls 
u.sual!y  need  similar  protection. 

Other  places  to  show  the  home 
owner  when  you  go  out  on  a  caulk¬ 
ing  jol)  are  the  joints  between 
cellar  lloors  and  walls,  between 
driveways  and  concrete  or  lirick 
walls,  between  furnaces  and  floors, 
lietween  metal  walls  and  masoni’y 
foundations  in  corrugated  metal 
l)uildings,  and  around  glass  block 
installations. 

.Adequate  protection  is  assured  if 
a  good  grade  of  caulking  compound 
is  used.  To  be  good  it  should  adhere 
to  wm^'.  brick,  glass,  stone,  tile, 

(Continued  on  Page  42) 


^  Thv  Tiiv  that  mvann 


More 
Volume 


We  arc  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


euimr 

COMPANY 

manxiiacfuren  of  pi  a  site  file 

2938  West  63rd  Street 
Chicago  29,  Illinois 


GUILDCRffST 


'•••*  and 


Contr 


Sqlcs  come  easy  with  FXCELUM  windows  be¬ 
cause  you're  selling  top  quality.  Engineered 
from  the  finest  extruded  aluminum,  they  have 
el'minated  service  calls.  Sales  resistance  melts 
when  you  show  EXCELUM's  exclusive  feoturcs 
and  rigid  construction. 


Cxcelum 


COMBINATION 

ALUMINUM 


DOOR 


Write  for  Detoil$  of  Our  Diitribuior  KD  PLAN, 
inetusiye  1  erritories. 


Jama'ca  Sash  &  Door  Co. 


16SS  Jericho  Turnpike, 
New  Hyde  Park,  L.  I. 
N.  Y. 


1E3ccelum 


Triple  Track 


^ — Combination  WINDOWS 
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y-SecU  "KD  ”  WINDOW  KITS 
MAKE  YOU  MORE  MONEY 


f- 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEOEO! 

Smart  dcaliTS  art-  hu\ing  V'-Scal  knockcd- 
down,  ’'picture  frame”  windttws — assembling 
them  themselves  and  pocketing  the  savings. 

.kV>Cllll>lV  t>l  lllCSL  kkii.OOVVS  IS  c.ist 

- on|\'  S 1 0  00 

■Anvone  can  do  it — in  the  shtjp  or  on  the  ptb.. 
Installation  is  just  as  simple.  Neu,  exclusive 
\’-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-j«>b  fitting  and  adjustment. 


Buy  at  Distributors  Prices  .  .  .  Make 
Combined  Distributor,  Dealer  and  Retailer's  Profit 

.All  V-,>eal  products — .Aluminum  (Combination 
\V  indows.  Storm  Sash  for  Steel  Casements  and 
basement  Sash  can  be  bought  kncxked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eastern  Division,  478  Belmont 
Avenue,  Halcdon,  New  Jersey 
Western  Division,  1134  S  6th  Street,  St.  Louis,  Missouri 


The  Complete  line  of 

Combination  Storm  Windows 
plus  Storm  Sosh  tor  Steel 
Casements  and  Basement 
Windows 


ACT  NOWr""^"'"" 


for  details  and  prices 


y-SeeU  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


BETTER  CAULKING  PROTECTION 


PARALASTIC*  CAULKING  COMPOUND  seals  perfectly  If  gives  superior  protection 
against  weather  and  against  heat  losses.  AND  .  .  .  builders,  insulators,  woter- 
proofers,  weather-strippers,  and  asbestos  and  brick  siding  applicators  acclaim 
PARALASTIC  as  ideal  in  working  choracferistics.  IT'S  EASY  TO  APPLY! 

PARALASTIC  in  BRILLIANT  WHITE  blends  per¬ 
fectly  with  White  Asbestos  Siding  .  .  eliminates 
matching  headaches  on  usually  difficult  jobs. 


PARALASTIC  is  also  available  in  Natural,  Buff,  Gray,  Green,  Red  and  Black. 
Write  today  for  information  and  FREE  GUN  OFFER. 

SOLD  BY  LEADING  JOBBERS 


(A  few  jobber  territories  still  open)  *fle9  U  S  Off. 

i  IT  ISN’T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


IWCf  122  EAST  42nd  ST.,  NEW  YORK  17,  N. 


Caulking 

(CiiHtiiuifd  from  Page  41 ) 

lenient,  nia.sonry,  or  plaster.  It 
must  not  lieconie  rock  hard  and 
crack,  chip,  (lake,  or  crumble  into 
povvdei.  It  should  withstand  vibra¬ 
tion,  reasonable  structural  move¬ 
ments  of  tlie  building,  long  ex¬ 
posure  to  severe  weather  and 
should  not  loosen.  Good  caulking 
is  elastic  at  all  times  and  provides 
a  water-tight,  air-tight,  and  vermin 
pioof  seal  of  long  duration.  It 
should  take  paint  immediately 
after  apiilication  and  should  not 
stain  the  paint  or  "bleed”  through. 

W  hen  used  in  a  gun  it  must  lie 
free  flowing  and  of  uniform  con¬ 
sistency  which  makes  for  (luick 
and  easy  aiijilication  without  exces¬ 
sive  trigger  pressure. 


Garage  Doors 

{('oiifiniKil  from  Pdfie  20) 

If  your  supplier  al.so  mamifac- 
lures  a  variety  of  commercial  and 
industrial  doors,  you  will  he  in  a 
good  position  to  enter  this  very 
profitable  field.  The  possibilities 
here  are  tremendous  both  in  the 
new  construction  and  replacement 
hiisine.ss.  There  are  special  types 
of  doors  for  all  sorts  of  buildings. 
Thus,  for  example,  service  stations 
re(|uire  high  lift  doors  which  en¬ 
tirely  clear  door  ojiening  and  go  up 
higher  than  residential  overhead 
door.  This  is  neces.sary  because  .ser¬ 
vice  stations  frequently  have  hy¬ 
draulic  lifts  which  raise  cars  in  the 
air  for  lubrication.  High  lift  doors 
when  raised  are  parallel  and  close 
to  the  ceiling  and  do  not  touch  the 
top  of  the  car  even  when  the  lift  is 
rai.sed  to  its  highest  j)oint.  Such 
doors  have  glass  jianels  instead  of 
plywood  and  are  extremely  attrac¬ 
tive  in  appearance. 

Commercial  doors  are  basically 
similar  to  those  u.sed  on  residential 
garages  except  that  they  are  con¬ 
siderably  larger  and  have  special 
hoisting  machinery.  They  may  be 
as  wide  as  ,30  feet  and  as  high  as 
25  feet.  Doors  over  20  feet  usually 

(Continued  on  Page  44) 
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big  reasons  why  you 

should  sell*- 

WIISON  STORM  WINDOWS 

for  metal  casements 


CONTINUOUS  SUPPLIES — regardless  of  material  shortages 
3.  COMPLETE  LINE — for  both  inside  and  outside  installation 
3*  TOP  QUALITY — materials,  design  and  construction 

It’s  true!  You  can  count  on  Wilson  to  supply  all  the  storm  windows  you  can  sell  this  fafl 
and  winter. 

Wilson  has  the  experience  and  the  production  facilities  to  use  aluminum,  steel  and  u>ood 
in  making  storm  windows  of  the  finest  quality. 

Wilson  makes  a  complete  line  of  storm  windows  for  metal  casements — types  for  both 
inside  and  outside  installation.  When  you  sell  a  full  line,  you  sell  more  jobs. 

Therefore,  regardless  of  present  or  future  material  restrictions  or  type  of  installation,  you 
are  always  assured  of  unlimited  supplies  for  your  customers.  Protect  your  volume  and 
profits — sell  Wilson  Storm  Windows. 


Here  is  the  most  outstanding  casement  storm  window 
on  the  market.  Easily  installed  on  the  inside.  Lifetime 
construction.  Fully  insulated.  Available  in  aluminum 
or  steel. 

Interchangeable  with  screens.  Glazed  with  double 
strength  glass.  Sizes  to  fit  all  standard  and  modular 
size  metal  casements. 


Available  in  aluminum  or  steel,  this  popular  new 
Wilson  Storm  Window  installs  permanently  on  the 
outside  of  the  casement.  Completely  eliminates  stor- 
age  problems. 

Panels  are  fully  insulated  and  glazed  with  double 
strength  glass.  Sizes  for  all  standard  and  modular 
size  metal  casements. 


NEW 

WOOD 


Brand  new  and  ready  to  sell,  Wilson  Wood  Storm  Win¬ 
dows,  with  removable  metal  frame  inserts,  are  available 
in  either  Tidewater  CvPress  or  California  Redwood. 

Designed  for  outsioe  installation,  they  include  the 
same  popular  features  as  Wilson  Metal  Storm  Panels. 

Furnished  in  natural  wood  stain  finish  or  with  baked- 
on  aluminum  paint.  Fit  all  standard  and  modular  size 
metal  casements. 


L.  S.  WILSON  MFC.  CO. 

3300  S.  Wattarn  Ava.,  Chicago  •/  Illinois 

Please  rush  complete  details  on  your  new  products 
for  metal  casements.  I  am  interested  in 


Act  now  to  assure  yrsurself  a  continuing  supply  of 
Wilson  Storm  Windows  for  metal  casements.  Use 
the  coupon  to  get  full  details  about  the  Wilson  line. 


r~)  Metal  Jtorm  Windows  Q]  Screens  Q]  Wood  Storm  Windows 
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COAT 


PROCESS 

coats  aluminum  or  steel  hy  the  mile. 
Produces  a  finish  that  will  not  crack. 
cruic,  chip,  pee!  or  chalk.  Outlasts  all 
others  in  scientific  Weatherometer  tests 

We  also  do  forming, 
slitting  and  shearing 

NOTE.  We  cannot  guarantee  an 
inexhaustible  supply  of  either 
steel  or  alutninum  However,  we 
c^guarantee  I007r  serviceinpro- 
cesstng  and  coaling  vour  metal 
Since  metals  are  scarce,  put  yours  to 
the  best  use.  Give  them  the  best  possi- 
ble  coating  and  make  the  best  possible 
profit. 

Ask  for  details 

ARROW  MHAL  PRODUCTS  Cerp. 

Third  Av*niM,  Hatkall,  N.  J. 
eomplon  laktt  7-1820 


MANUFACTURERS 

and 

DISTRIBUTORS 


of 

COMBINATION  WINDOWS 
and  DOORS 


We  hove  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  are  converting  to  wood 
windows  we  can  be  of  porticular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us-NOW/ 


G.  Grant  Metal 
Mfg.  Co. 

163  Buscher  Avenue 
Valley  Stream.  L.  I.,  N.  Y. 
Phone  —  Valley  Stream  5  5581 


Garage  Doors 

{('(iiititniKl  fnnn  Page  42) 

require  a  third  horizontal  track 
with  special  rollers  in  the  center  to 
prevent  them  from  sagging  when 
in  the  open  position.  Heavy  indu.s- 
trial  doors  are  usually  raised  and 
lowered  by  means  of  chain  hoists 
which  operate  over  picket  wheels 
and  through  ball  bearing  sheaves, 
k'or  heavy,  special  in.stallations  the 
dealer  can  always  rely  on  the  ad¬ 
vice  and  aid  of  the  manufacturer 
who  makes  the  door.  The  manufac¬ 
turer  will  al.so  help  train  the  me¬ 
chanics  who  do  the  installation 
jobs. 

Finally,  there  are  many  profit 
po.ssibilities  in  the  .sale  and  in- 
.stallation  of  electric  operators. 
They  are  a  great  convenience  on 
residential  doors  and  in  many  ca.ses 
an  absolute  necessity  on  commer¬ 
cial  and  indu.strial  doors. 

There  are  many  different  types 
but  the  following  three  will  give 
the  reader  a  good  idea  of  those  fav¬ 
ored  for  residential  use: 

Operators 

Dashhoard  Control — In  this  type 
pre.ssing  a  button  on  the  da.shboard 
of  a  car  causes  a  radio  transmitter 
to  send  a  signal  to  a  receiver  in  the 
garage  which  simultaneously  opens 
the  garage  door  and  switches  on 
the  lights.  When  leaving  the  garage 
the  same  button  is  pre.ssed  and  the 
door  automatically  clo.ses  and  the 
lights  are  turned  off.  This  is  very 
convenient  since  the  operator  of  the 
car  does  not  have  to  get  out  to  open 
or  clo.se  the  doors  in  inclement 
weather. 

Keypo.st  Control — This  is  ideal 
for  the  economical  buyer.  A  metal 
post  about  as  high  as  the  average 
car  window  is  installed  at  the  edge 
of  the  driveway.  The  driver  brings 
his  car  up  the  driveway  to  the  post, 
rolls  down  his  window,  inserts  a 
key  into  the  post  and  the  door 
opens.  Additional  pushbutton  sta¬ 
tions  can  be  installed  at  convenient 
places  to  operate  the  door.  A  push 
button  station  can  be  located  in  the 
(Cotitiinnd  an  I'ugi  46) 


DEALERS 

Wanted 

For  the  Most  Beautiful 
Self-Storing 

CALIFORNIA 
REDWOOD 
COMBINATION 
WINDOW 
On  the  Market 

in 

Ohio  and  Western  Penna. 

STORM  SEAL  CO. 

8927  Carnegie  Ave. 
Cleveland  6,  Ohio 
Phone:  RA  1-8282 


NEED  A 

PRESCRIPTION 

for 

SICK  SALES? 


SEE  PAGE  15 
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Hints  To 
SALESMEN 


The  following  column  is  an  excerpt  from 
an  article  on  PARTIAL  SALCS  by  George 
Kellogg. 

SELLING  a  customer  fewer  win¬ 
dows  than  he  really  needs  is  a 
serious  injustice  to  the  homeown¬ 
er.  Without  enough  combination 
windows  to  protect  the  entire 
house,  the  homeowner  can’t  keep 
the  cold  out  nor  the  heat  in.  Fur¬ 
thermore  the  salesman  only  makes 
a  partial  commission! 

Therefore,  when  he  is  confront¬ 
ed  with  a  demonstration  wherein 
the  customer  only  wants  a  few 
windows,  he  should  plan  a  course 
of  sales  action  as  follows: 

1.  To  sell  the  whole  hou.se. 

2.  If  he  must  sell  a  partial 
sale,  he  should  “button  up”  all 
of  the  upstairs  or  all  of  the 
downstairs. 

So,  first  piice  the  job  on  M  irin- 
dou's  and  let  ns  suppose  that  the 
price  for  these  Ls  ^400.00.  Then 
price  the  job  on  the  half  of  the 
house  that  has  the  most  ivitidou's. 
Noir,  proceed  to  close  in  this  man¬ 
ner: 


•  Exclusive  Franchised  Territories 

•  Patented  Exclusive  Equipment 

•  Ten  Years  of  Research 


VI’S 

This  modern  way  to  resurface, 
after  years  of  research  develop¬ 
ment,  is  now  available.  Valuable 
franchise  rights  are  now  being 
granted  to  qualified,  sales-minded 
concerns. 


BELSONIZE  OFFERS 
NEW  HORIZONS 


•  Dramatic  Sales  Potentials 

•  As  Revolutionary  as  combination 
windows  were  12  years  ago. 

•  Profits  —  Profits  —  Profits 


And  Many  More  Attractive  Features 
The  word,  Belsonize,  describes  the  application  of  special  durable  plastic 
coatings  for  most  any  surface.  These  coatings  are  applied  in  a  variety  of 
textures  and  colors  with  automatic  low  pressure  equipment  replacing  old 
fashioned  methods. 


Write  or  Wire  for  More  Details 

BELSON  CO.,  Inc. 


Main  Offices; 

27  Mountain  W. 
Worcester  6.  Mass.,  Phone:  64391 


Laboratory : 

70  Vesey  St.,  N.  Y.,  N.  Y 


“Mr.  Smith,  you  want  2  win-  j 
dows!  They  certainly  won’t  do  the 
job  for  the  other'  18  u'indows  you 
leave  uncovered!  So,  to  do  a  per¬ 
fect  job  on  the  half  of  the  house 
that  you  want  the  2  windows  for,  i 
I'll  button  up  the  entire  floor  which 
has  12  U'indows  at  a  cost  to  you  of 
$21.00  a  month.  (You  are  now 
Quotiny  1  year  F.  H.  A.) 

“Hut  if  that  is  not  within  your 
budget,  I  can  arrange  it  for  .Sl.’I.OO 
a  month  (you  are  now  quoting  2 
year  F.  IL  A.  on  the  whole  20- 
window  Job)  which  is  less  money 
and  have  all  20  of  your  windows 
covered,  .saving  your  fuel,  keeping 
out  dust  (etc.)  ttver  the  whttle 
house !” 

Then  you  .submit  the  20-window 
order  (which  you  have  made  out 
in  advance)  for  his  signature.  If 


he  balks,  submit  an  order  cover¬ 
ing  half  the  house  window  order 
and  quote  2-year  F.  H.  A.,  not  for¬ 
getting  to  add  to  that  partial 
order  such  extra  windows  as  the 
bath  room  and  bednatm  if  the 
half-job  is  downstairs. 

If  the  partial  half  job  is  upstairs, 
add  in  the  kitchen  irindow  and  pos¬ 
sibly  a  dininy  t'ooni  irindow  for 
ventilation  purposes.  In  any  event, 
you  should  walk  out  with  either 
the  full  order,  or  a  full  half  of  the 
house. 


You  will  then  have  sold  the  cu,s- 
toiner  a  satisfactory  dial,  you’vi 
made  rnoi'e  commission,  and  your 
company  is  hajipier  to  sill  mon 
U'indows  that  really  do  a  job. 
Above  all,  you  hare  controlled  thi 
deal  and  sold  the  customer  instead 
of  iralkiny  out  of  the  house  knoir- 
iny  that  he  has  sold  you. 

f  How  To  Use  Specialty  / 
^  Advertising  > 

j  Begin  this  series  in  the  Oct.  ■ 
/  BUILDING  SPECIALTIES  > 


46 


BUILDING  SPECIALTIES 


ANd  now...\Vq  Weather-Tite 

REDWOOD  O 
STORM 
WINDOW 


WEATHER-TITE  proudly 
presc-nts  its  new,  genuine 
California  Redwood  Out¬ 
side  Casement  Storm  Win¬ 
dow.  Built  with  the  skillful 
precision  that  has  made 
Weather-Tite  famous,  and 
priced  right,  this  leader 
will  be  bound  to  be  a 
profit-maker  for  you! 

•  Low  Cost 

•  Immo4«oto  Dolivory 

•  Gtnuino  Cotifornio  Rodwood  Con> 

•  Modorn  dotign  pormitt  quick,  ooiy,  strwction  tho  porfoci  inculotor 

pormonont  inslotlotion.  and  OKtromoly  duroblo 


WRITE  •  WIRE  •  PHONE 
1859  East  63rd  Street 
CLEVELAND  3,  OHIO 
Express  1-2816 


UTSIDE  CASEMENT 


Garage  Doors 

(Continued  from  Page  44) 

kitchen,  for  example,  so  that  by 
the  time  you  reach  the  garage  the 
door  is  already  open. 

Pneumatic  Driveway  Switch — 
This  looks  very  much  like  an  or¬ 
dinary  garden  hose  installed  across 
part  of  the  driveway.  By  driving 
over  this  hose  air  pre.ssure  is  auto¬ 
matically  forced  to  an  electric 
switch  which  starts  the  motor  of 
the  operator  and  opens  the  garage 
door.  If  the  door  is  open  pressure 
on  the  air  ho.se  will  autoniiitically 
clo.se  it. 

In  addition  to  the.se  residential 
types  there  are  a  number  of  elec¬ 
tric  operator  for  commercial  and 
industrial  doors.  Some  have  Three- 
button  Momentary  Controls,  others 
have  Two  -  Button  Pressure  Con¬ 
trols,  while  a  third  has  a  Three- 
Button  Automatic  Momentary  Con¬ 
trol.  The  latter  has  a  safety  feature 
which  automatically  .stops  the  door 
if  it  strikes  an  object  as  it  descends. 

There  is  thus  a  considerable  va¬ 
riety  of  operators  and  controls  to 
suit  every  purpose  and  there  is 
profit  in  every  one  of  them. 


Smaller  Inventories 

(Continued  from  Page  18) 

and  meet  the  consumer’s  demand 
for  lower  priced  merchandise.  Man¬ 
ufacturers  are  now  beginning  to 
turn  out  new,  lower  priced  windows 
and  dealers  and  distributors  should 
be  preparing  to  receive  this  stock 
but  the  fact  is  that  many  of  them 
are  delaying  in  the  hope  of  selling 
off  their  high  priced  inventory.  This 
hesitation  is  dangerous  .since  they 
may  lose  the  advantages  of  a  very 
promising  fall  .selling  sea.son  and 
at  the  .same  time  their  delay  in  plac¬ 
ing  orders  makes  it  very  difficult 
for  the  manufacturer  to  buy  the 
low  priced  metal  which  will  be  al¬ 
lotted  to  him  under  the  CMP. 

Obviously  the  be.st  way  to  meet 
this  situation  is  to  lump  the  old 
{Continued  on  Pag<  48) 
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•  Th#  many 
positive  ad¬ 
vantages  of 
"How-ell- 
dor"  add  up 
to  a  iast- 
selliag  item 
you'lf  find 
profitable 


No  Iceep  in 
stock.Pi^pt 
delivery,  of 
:  course. 


For  every  caulking  fob 


Sacked 


^a^bs  EXp^, 


Sectional 

UPSWEEP 

GARAGE 

DOORS 


Rgsidgntiel  St 
Commercial 


"HOW-ELL-DOR” 

—the  garage  door  designed  with  the  user 
in  mind  —  gives  dealers  something  to 
talk  about: 

Beauty  of  design  . .  .  finest  quality 
materials  and  workmanship  . . .  sturdy, 
weathertight  construction  .  .  .  "feather- 
touch"  door  action  .  .  .  minimum  head¬ 
room  ...  in  an  economical  package 
prefabricated  for  ready  installation. 


FREE  CATALOG  Today! 


7201  Hosbrook  Ave.,  Philadelphia  11,  Pa. 


2612-26  N.  Martha  Street  *  Philadelphia  25,  Pa. 
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STAINLESS  STEEL 

HEAT  TREAT  HARDENED 
SHEET  METAL  SCREWS 


iiv 


g 

Ti 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 

Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 


Cxpress/y  Adapted  to  KD  ln$tallations  at  Well 
at  fabricating  All  Window t  and  Doort 


Mode  of  Type  420  Stoinless  Steel  speciolly 
lieot  treoted  ond  polished  for  eitreme  Hireod 
cutttng  strength  and  maximum  corrosion  re- 
sistonce 

Eliminotcs  the  rusting  experienced  with 
cadmium  or  chrome  ploted  screws 

Speciol  heot  treotment  insures  toughness 
ond  hordness  neccssory  to  resist  stripping  of 


threods,  heod  breokoge,  domoge  to  slots,  etc. 

Stocked  in  Round  Heod,  Binder  Heod.  ond 
Ovol  Cts'k  Heod  styles,  in  diometers  4>6-8  10 
and  12  ond  in  lengths  ^4'*,  ond 

^4".  Mode  to  your  order  in  other  sixes  ond 
heod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  quontity  permitting. 

Let  I/s  quote  you  on  your  requirements. 


Industrial  Steels,  Inc. 


250  Bent  St 


T.I.phon. 

TROWBRIDGE  6  70C0 


Teletype 

CAMBRIDGE  547 


We  challenge  comparison  with  ony  aluminum 
storm-screen  Doors  and  Windows  for  oil  four 
star  features: 

if  Permanent  Construction  -k  Usable  Feotures 
★  Distinguishoble  Quality  4  Economy  Price 

Keystor>e  offers  procticol  features  that  customers  can  read* 
ily  see  and  appreciate.  Sturdy,  balanced,  clear  vision  door 
construction  with  full  length  piano  type  hinge  which  elimi* 
notes  mortising.  Door  can  be  had  with  or  without  jamb. 

Self -storing,  TRIPLE  ACTION  Windov.s  with  special  venti- 
loting  louvers.  Adjustable  closure  strip  for  perfect  fitting. 
All  gloss  glozed  in  plastic  for  easy  replocement.  Yes,  low  in* 
stollotion  cost  plus  no  after  heodoches  means  MORE  PROFITS! 

PROMPT  DILIViRY  •  ASSEMtlY  PLANTS  COAST  TO  COAST 


M./i///l./clinc(/  A) 

K 

E YSTONE 

A  L 

LO YS  COMPANY 

lATPOBE,  pa. 

Wire, 

Phone  or  Mail  Coupon  NOW! 

kfVSTONC  ALLOYS  CO 
Soles  0(i*c«, 

AeAedum-Tiees  Sidg  .  P-'tsburgh  22. 


n 


Preseni  Iwvness. 


Swollen  Inventories 

(Co)itiniicd  from  Page  46) 

and  new  windows  together  and  try 
to  move  them  at  one  lower  price. 
Di.stributora  and  KD  operators  can 
do  much  to  break  the  log  jam  by 
lowering  prices  to  the  dealer.  If 
they  are  wise  they  will  get  commit¬ 
ments  from  their  suppliers  as  to 
the  number  of  windows  they  can 
get  from  the  manufacturer  under 
hi.s  CMP  allocation  then  group  the 
new  low  priced  .stock  with  the  old 
high  priced  windows  and  pass  the 
.savings  on  to  their  dealers.  This 
is  bound  to  result  in  more  .sales  by 
dealers,  better  customer  relation¬ 
ships,  and  higher  weekly  earnings 
for  salesmen  who  will  be  stimulated 
to  go  out  and  do  a  better  job. 

With  the  advantage  of  a  moder¬ 
ate  price  reduction  and  more  vigor¬ 
ous  .selling,  aluminum  windows  and 
doors  will  be  in  a  better  position  to 
compete  for  the  consumer’s  rapidly 
shrinking  dollar.  The  co.st  of  carry¬ 
ing  high  inventories  during  the  pa.st 
five  months  has  been  prohibitive 
for  manufacturers,  dealers  and  dis¬ 
tributors  and  this  lo.ss  cannot  be 
recovered.  However,  we  are  about 
to  enter  a  very  promising  fall  .sea¬ 
son  and  there  is  every  reason  to  as¬ 
sume  that  the  entire  industry  can, 
by  a  united  effort,  achieve  a  more 
normal  working  arrangement  be¬ 
tween  manufacturers,  dealers,  and 
distributors  with  profits  for  all. 

This  can  he  the  higge.st  fall  .sea¬ 
son  for  the  aluminum  window  field 
hut  timing  is  of  the  utmo.st  impor¬ 
tance.  Window  dealers  mu.st  take 
action  NOW  before  Christmas  mer- 
chandi.se  begins  competing  with 
home  improvement  products  for 
the  consumer’s  dollar.  With  rea.son- 
ably  priced  windows  and  some  real 
selling,  the  industry  can  reduce  its 
inventories  and  regain  its  balance. 


How  To  Increase  Sales 
With  Specialty  Advertising 

Read  this  helpful  article 
in  the  October 
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Local  Fairs 

{Ctfnfinued  from  Page  18) 
cost  of  $15.00  a  month,  represent¬ 
ing  a  showing  each  Saturday,  we  ' 
hired  a  table,  7'  x  3'  directly  in  the 
center  of  the  building,  where  we  j 
displayed  windows,  awnings,  ga¬ 
rages  and  steel  fence,  together  with  j 
ample  advertising  leaflets  which 
people  would  take.  Most  of  these 
circulars  were  supplied  by  the  man¬ 
ufacturers,  and  to  their  advantage. 

It  is  obvious  that  we  do  no  over- 
the-counter  business  at  the  booth, 
but  merely  qualify  such  leads  that 
make  inquiries.  Here  people  have 
the  advantage  of  actually  seeing  the 
products,  ask  leading  que.stions,  di.s- 
cu.ss  costs,  which  leads  to  actual 
appointments.  From  that  point, 
the  sale  is  practically  made.  Our 
very  first  showing  resulted  in  over 
nine  qualified  leads  from  which 
four  sales  were  made.  The  .same  re¬ 
sults,  from  newspaper  advertising, 
would  have  co.st  us  many  times  this 
small  expen.se.  j 


B.  S.  Reporter  ' 

(Continued  from  Page  22)  i 
he  is  a  Navy  veteran  of  World  War  I 
II,  and  was  at  one  time  district  I 
sales  manager  in  Atlanta,  Georgia, 
for  the  Inger.soll  Steel  Division  of 
F>org-Warner  Corp. 

♦  ♦  * 

Kaiser  To  Expand 
Aluminum  Ore  Production 

Kai.ser  Aluminum  &  Chemical  I 
Corporation  announced  recently  i 
that  construction  is  under  way  at  ' 
(Contiuued  on  Page  50) 


REDWOOD 

COMBINATION  DOORS 
By  CLIM-A-TROL 


★  Full  \W  Stock 

^  Thoroughly  Dried, 
Clear  Redwood 

^  3"  Tenons,  Glued 
and  Double  Pinned 


^  Splined  Yelon 
Screen  Under  Deco¬ 
rative  Molding 

^  Selection  of  Designs 

*  Priced  Right 


Dealer  Inquiries  Invited 

The 

CLIM-A-TROL  DOOR  and 
MFG.  CO. 

9334  KINSMAN  ROAD  CLEVELAND  4,  OHIO 

Phone:  Diamond  1-6660 


COiVffiVG  in  October 

A  Valuable  Reference  Afanual  . . .  An  Ideal  Advertising  Medium 
KooFiNt;.  siDiNc;  s  Mni.niNi;  spf*  imtiks  mwi'm 

t2.)  Koiirtli  \\<-_  New  ^  iirk  U>.  N.  V. 

^  l‘lea-e  re>er\e . collie-  of  llie  \F\NI  Al.  for  me  al  the  |>re-|iiililication 

price  of  $2.00.  Send  iii>  copic-  an  -oon  a-  llie\  are  o(T  llic  pre— . 

^  I’lea-e  -end  me  \oiir  MXHKKTINfi  K(|,I)KK.  (tor  inanufacturer-  and 
di-triliiitor-.  (  My  product  i-: 


WMF  .  I'tOrriON 

(OMI’WV  . 

\inmFss . 
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Ace  Industries  Co.,  The .  5 

Aladdin  Mfg.  Co .  7 

Aluniaiir  t  «»rp.  of  America .  31 

Alumin'ini  F.Tbric'tinir  Co .  2'» 

Arrow  Metal  Products  Corp .  44 

Barnhart  Co.,  The  A.  W .  29 

Beaux  Art  <  rafts .  3» 

Belson  Co.,  Inc .  45 

Calbar  Paint  &  Varnish  Co .  47 

Calder  .MIr.  Co .  28 

Campbell  Sash  Works,  The .  3.5 

Clim-A-Trol  Door  &  Mlg.  Co .  49 

Curvalum  Co .  46 

Dustrite  Products  Co .  38 

Elmont  Mfjf.  Co. .  30 

Fllwood  Aluminum  Door  Co .  37 

Emco  Cement  Co . Back  Cover 

Feather-Lite  Mfg.  Co .  47 

Globe  ItoofinR  Products  Co .  51 

Globe  Sidinn  Products  Co . 15,  36,  4  1 

Grant  Metal  Mfjt.  Co.,  G .  44 

Gnildcrest  Co.,  The .  41 

Hess  Mfe.  Co . 26-27 

Howell  Mfg.  Co .  47 

Ida  Products  Co .  33 

Industrial  Steels,  Inc .  48 

Jamaica  Sash  &  Door  Co .  41 

Jasco  Aluminum  Products  Corp .  3 

Kaufmann  Corp .  30 

Keystone  Alloys  Co .  48 

l.ndman  (!orp .  32 

Nash  MfR.  Co .  50 

Paralastic  Pro'*iicts  Co..  Inc .  42 

Paramount  Aluminum  Products  Co..  40 

Raydon  Mfj;.  Co .  36 

RelNu-It  Corporation .  8 

Rex  Corporation .  24 

RoloRlass  Equipment  Corp .  33 

RoofinR,  SidinR  &  IluildinR 
Specialties  Manual  .  49 

Schumacher  Co.,  The  F.  E .  38 

Shower  Door  Co.  of  America .  40 

Sprayed  Insulation,  Inc .  4 

Stewart  5Vin'*ow  Co .  39 

Storm  Seal  Co .  44 

Storm  IVindows  of  Aluminum,  Inc..  31 
Stylon  Corp .  2 

Union  Aluminum  Co .  23 

V-Seal  Corp .  42 

Wallace  Inc.,  Don  B .  37 

Warner  Mfit.  Co-p .  19 

Weather-Proof  Co.,  The .  10 

Weather-Tite  . 28,  46 

Wilson  MfR.  Co.,  L.  S .  43 

YounRstown  Industries,  Inc .  6 


B.  S.  Reporter 

(Continued  from  Page  49) 
its  Jamaica,  B.W.I.  bauxite  depo.sits 
to  supplement  pre.sent  aluminum 
ore  source.s  by  1,000,000  tons  a  year 
new  capacity — another  Company- 
step  toward  “helping  meet  the  na¬ 
tion’s  need.s  for  more  aluminum 
production.” 

In  an  Annual  Report  to  .stock¬ 
holders  for  the  fi.scal  year  1950-51, 
Henry  J.  Kaiser,  president,  re- 
1  vealed  the  purchase  or  optioning 
of  approximately  11,000  acres  of 
bauxite  properties  on  the  Carib¬ 
bean  island. 

Mr.  Kaiser  al.so  reported  that  the 
initial  results  of  another  pha.se  of 
the  Corporation’s  current  mine-to- 
metal  expansion  program  which  be¬ 
gan  la.st  March  will  be  felt  this 
November — the  pouring  of  the 
first  primary  aluminum  metal  at  a 
new  200,000,000-pound-a-year  re¬ 
duction  plant  now  under  con.struc- 
tion  near  New  Orleans.  The  plant, 
including  power  facilities  utilizing 
natural  gas  as  fuel  to  generate  elec¬ 
tricity,  will  cost  $74,800,000. 


wm 

CUSTOMERS 

are  weathering  the  aluminum 
shortage  with  quality  products 
.  .  .  merchandising  aids  .  .  .  and 
friendly  factory  cooperation. 

•  ALUMINUM 
COMBINATION  WINDOW 

•  ALUMINUM 
COMBINATION  DOOR 

•  WOOD 

COMBINATION  WINDOW 

•  WOOD  COMBINATION  DOOR 


NEW  INQUIRIES  INVITED 


Nash  Manufacluring  Co. 

LONG  BRANCH.  N.  J. 

Dep^nd'iblr  Producit  Since  1927 
BRANCHES:  Newark.  N.  J. 

Baltimore 

Philadelphia 
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HtAVirR! 
more  RIGID! 
rnnoi. 

WEATHER. 

STRIR! 

SIIEHT 
riOSURE! 

HEW 

HINGING! 

DIMCK 
CHANGE- 
OVER! 

1-J.3  LITE! 

EXCLUSIVE 
XKiTRLATE! 

LtlXIIRV 
DOOR  THRM- 
O'lT  AT  MOD 
EST  PRICE!  „ 

THE  NEW  ELMONT  C-mbinitfon  All- 
Aluminum  STORM  &  SCREEN  DOOR 
is  a  masterpiece  of  modern  design  — 
and  dealer-minded  thoughtfulness.  Easy 
to  sell  because  there's  so  much  more  for 
the  money  .  .  .  easy  to  install  because 
of  ELMONT'S  exclusive  engineering. 

GET  COMPLETE  DETAILS  AT  ONCE 
Also  Available  —  KD  Windows 

ELMONT  MFC.  CO. 

575  Hempstead  Tpks. 

Elmont,  L.  I.,  N.  Y. 

FLoral  Park  4-3620 

> a  .  ..J 


CLASSIFIED  ADVERTISING 

Onder  Ibis  headinq  claeeifled  advertUomMI* 
are  accepted  at  the  uniform  rote  of  25  cento 
a  word,  but  no  advertieemeni  laken  for  lee* 
Ihon  20  wordi  with  a  minimum  charqe  ol 
SS.OO:  3  monihi  at  20c  per  word  per  ineertton 
Check  or  Money  Order  matt  occomponT  copy  ol 
Clotellled  Ad.  AdvertUemenln  eolicltoltna  deol- 
ere  or  dielrtbulore.  or  new  produde  for  eole.  not 
accepled  In  clomxifled  eectlon.  Addreee  oil  com- 
mnnirniinf,*  lo  Cloiellled  Deportment,  BUILD 
mr.  SRETtATnCS.  42S  Fourtb  Avenue.  New 
Tork  16.  N.  T. 


FOR  SALE 


STORM  WIN'DOW  and  spe 
cialty  lni«inrs«  in  pro«prrons  Western  Pennsylvania 
city  of  ino.OOO.  f-on^  e.stablished,  very  hixhe-t  repu 
tation,  2.000  cnst(,mers.  Qualitv  line«,  h-st  moderr 
e(|uir*ped,  trained  mechanics.  Ctirrent  bsc’doa:  five 
weeks  business.  Consistent  money  maker.  Write  Box 
341,  c/o  Riiiblinft  Specialties.  425  4th  .\ve..  New 
York  16,  N.  Y. 


BUSINESS  OPPORTUNITIES 


Y.\I.f.5nr,E  FRANCinSE  —  r.9TENTF.n  storm 
sa.sh  fits  all  type  windows — incbidinK  casement,  pie 
tnre  and  double  htinit.  No  royalties  to  he  paid.  Sev- 
era!  large  cities  open.  Franchise  investment  inchide, 
perfected  assembly  equipment  and  sales  supervisior. 
to  open  your  plant.  More  than  1,000  jobs  installed 
in  one  city  now.  Only  financially  responsible  psrtie? 
should  reply.  Box  No.  340.  Building  Specialties. 
42.S  Fourth  Avr.,  N.  Y.  16,  N.  Y. 


DF.M.K.RS — MFT.M.  AWNINfJ  stock  approxi 
matelv  yaonq  avstlat.le  d-stribotor,  nrice.  Write  to¬ 
day.  Bos  No.  320.  Budding  Specialties,  425  Founk 
Ave.,  N.  Y.  16,  S.  Y. 


exclusive  •  •  •  new  •  •  •  ^ 

vertiorain 

trade  mark 


SHINGLES 


comparison  proves  vertigrain  the  modern  shingle 
texture  design  has  mere  customer  appeal  •  •  • 

Compare  VERTIGRAIN  with  other  Dutch  Lop  shingle  textures  and  you 
will  see  why  VERTIGRAIN  is  todoy's  newest,  hottest  customer-getter. 
Most  roofing  manufacturers  make  Dutch  Lap  type  shingles,  but  only 
GLOBE  has  VERTIGRAIN,  the  exclusive  modern  shingle  texture,  that  is 
better  4  ways: 


I  ! 


vertigrain  is  brand  newt  It  looks  different 
because  it  IS  differenti  It  s  on  improved  de¬ 
sign  .  .  actually  the  most  beautiful  new 
texture  developed  in  years.  It  hos  plenty  of 
tested  customer  appeoi. 

vertigrain  Dutch  Lop  Shingles  have  the 
approval  of  insurance  companies.  Hence  lower 
insuronce  costs  for  your  customers  when  they 
have  beautiful  VERTIGRAIN  Dutch  Lop  Shingles 
opplied  to  their  homes. 


vertigrain  accents  the  exclusive  color 
blending  techniques  recently  developed  by 
GLOBE.  The  result  of  yeors  of  reseorch,  these 
new  color-blending  formulos  are  moking  oil 
GLOBE  products  more  populor  then  ever  be¬ 
fore  with  your  customersi 

and,  of  course,  VERTIGRAIN  Dutch  lap 
Shingles  have  the  famous  quality  features 
you've  come  to  expect  from  all  Globe  roofings 
ond  sidings. 


Don't  overlook  a  good  thing  .  .  .  offer  your  customers  nothing  but 
the  best  .  .  .  sell  verfierain  the  modern  new  roofing 
texture  — exclusive  with  GLOBE,.. 


write,  wire  or  phone  for  complete  details  about 
Globe  Vertigrain  dutch  lap  shingles  .  .  . 


GLOBE  ROOFING  PRODUCTS  CO.,  INC. 

Whiting,  Indiana 


SELL  BONDSTONE  on  front  and  your  regular  /  for  TOP 

line  of  siding  on  the  rest  of  the  building.  \  VOLUME  and  PROFITS! 

Simple  Application:  Train  your  applicators  in  2  days. 

Any  Surface:  BONDSTONE  can  be  applied  over  stucco, 
brick,  cement,  or  cement  block,  wood,  etc.  Ideal  for 
interiors  and  exteriors,  new  construction  or  remodelling. 

BONDSTONE  —  MAN  MADE  STONE  matches  any 
natural  stone  in  color,  texture,  and  appearance. 

Guaranteed  unconditionally  for  twenty  years! 

Seeing  is  believing,  so  write,  wire,  or  phone  Shamokin 
599-R3  for  details  TODAY. 


r  I’ve  Never  ^ 
Handled  a  Product 
s  That  PAYS 
a  SO  WELL  / 


ICO  CEMENT 
ODUCTS,  Inc. 

PAXINOS  3.  PENNA. 


■  .  _  _  — 

Write  today  for  Illustrated  Booklet. 
Eiclusive  territories  open  for 

Contractors  and  Distributors. 

